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It’s The Principle That Counts 
in ROCKWELL ROTOCYCLE 


Choice of visible reset reg- 
ister (shown), non-reset 
register or printing register. 


Double stainless steel ball 
bearings at either end of 
rotor shoft. 


Lubricant inlet to micro 
adjustment chamber. 


Drain for removing con- 
densate from adjustment 
chamber, 


THE ROTOCYCLE 
PRINCIPLE 


The Rotor inside the Rotocycle meter revolves freely 
flo-ward on double stainless steel ball bearing mounts. 
The motion is like that of an electric motor. There 
are no pressure absorbing reverse movements, no wind- 
ing passages, no oscillating parts or valves and pistons 
to “break”’ the smooth, effortless flow. 


HOW YOU BENEFIT The superior mechanical 
advantages of the Rotocyle design pay off in speedier 
meter deliveries, greater sustained accuracy and longer 
meter life. With Rotocycles you can use smaller motors 
on your pumps—save on electric power bills. The 
accurate records these meters provide make auditing 
positive, stock control a certainty. Write for literature. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH &, PA. Atlanta Boston Chicago Dallas Houston Kansas City, Mo. 
Los Angeles New York Philadelphia Pittsburgh San Francisco Seattle Tulsa 
In Canada: Peacock Brothers Limited 
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Main rotor bearings are 
pressure lubricated by 
turning this screw to 
spread new No. 4 lubricant. 





HORIZONTAL 
OUTLET 


Patented micro adjustment 
provides ultra fine incre- 


ments for recalibration. : 
All revolving rotor assures 


smooth motion and a long 
life of sustained accuracy. 
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> Sensational 


Vale FLUORESCENT FLOODLIGHT 
er ny oa i oe 201018) 


for SUPERIOR IIlumination ! 


Here’s the first thoroughly reliable enclosed fluores- 
cent service station luminaire to incorporate the 
latest advances in the field of outdoor high-mounted 
flood lighting. Provides superior visibility, with a 
degree of comfort and ease of viewing never before 
attained. 

The Series 9000 blankets an extremely wide area 
with an abundance of white glareless light — the 
highest light output yet produced in a fluorescent 
lamp for outdoor use. Output actually increases up to ten percent in freezing temperatures 
because unit is enclosed. 

Sturdily constructed, with unusually low operating and maintenance costs (only 400 
watts per unit), and far longer lamp life, this modern design flood unit will revolutionize 
service station lighting practice. 

Constructed of welded die-formed aluminum, with specular reflector of Alzak aluminum 
sheet. Hinged, extruded aluminum frame utilizing Plexiglas or Alba-Lite glass suitably 
cushioned and sealed, encloses unit. High strength aluminum casting is securely fastened 
to top of unit, with mounting arms and bracket to fit existing poles. Adjustment is easily 
made from horizontal to 10, 20, 30 or 45 degree positions. Completely wired, ready for 
supply connections in the field. 

“4 
Sketch features sound flood lighting practice for approaches, driveways and ramps. Gvardian 
Series 9000 fluorescent floodlights mounted on 20’ or 24’ hinged poles bathe the entire oreo 


in a cool white light of excellent quality, providing a most favorable rendition of colors ond 
complexions. Pump islands are lighted by Guardian fluorescent “T” Lights. 





Write for new fully illustrated 
Bulletin 9000 and Catalog 
54-R for complete information 





on this luminaire 


Guardian Light Company 


NORTH BOULEV AK PARK. ILLINOIS 
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Make field repairs quickly with 
this simple attachment of hose to 
KAMLOK shank type adaptor and 
coupler by using hose clamps. Leak- 
proof, light weight, easy to handle 


ALL KAMLOKS COUPLE AND UNCOUPLE 
INSTANTLY REGARDLESS OF HOOK-UP 


comeBel tiem, \ 


OPW CORPORATION - 


2735.COLERAIN AVENUE 
CINCINNATI 25, OHIO 
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Behind Our Headlines 


You never think of an oil reporter 
as a stunt man, but our Frank Sturte- 
vant indulged in some derring-do when 
he was getting a story on the Elk Re- 
fining Co. the other day. 

Frank was directing some pictures 
for his photographer, and one involved 
a shot near the barge-loading dock. 
“Since everything in West Virginia is 
hilly,” said Frank, “we found quite 
a steep bank extending down to the 
terminal storage tanks at the river 
edge. The last 10 feet is by way of a 
vertical drop down a narrow metal 
ladder. 

“Our party, consisting of Ralph 
Lowe (Elk’s vice president for sales), 
me and the cameraman made the 
round trip with varying degrees of 
agility. Cameramen think nothing of 
such stunts, but neither Lowe nor my- 
self are the athletic type. Then, too, 
we were all dressed up in good clothes, 
so besides watching our footing in 
such surroundings, we had to think 
about keeping clear of stray spots of 
oil, grease and dirt. 

“For one shot, Ralph Lowe obliged 
by balancing himself with one foot on 
a pump shaft coupling which, for all 
he knew, might turn under his weight. 

“Me, I'll take a service station any 
time.” 

Frank got his story and pictures. In 
this NPN, Frank tells about Elk’s 
rise to third biggest marketer in the 
state (page 26). 


—Herbert A. Yocom 
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IN FUEL OIL DELIVERY... 


WHITE 3000 SAVES 
ALL THESE ar 3 


ALL DAY LONG, in every phase of delivery service, the 
White 3000 pays its way in more work done. 


. at lower cost 
. in shorter time. Look how it can save for ae 


See your White Representative for facts about its exclusive 
advantages—its savings and efficiency—for your business 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


2) MANEUVERABILITY AND SPACE-SAVING 
© SAVES TIME AND SPACE IN TRAFFIC 


DESIGN SAVE LOADING TIME 














ANEUVERING, FASTER POSITIONING 
FOR DELIVERIES 


QO EXTRA ADVERTISING VALUE— 
ROLLING BILLBOARD 


6) BETTER VISIBILITY—iIMPROVED SAFETY 


FOR MORE THAN 50 YEARS 
THE GREATEST 
NAME IN TRUCKS 


SEE YOUR 





8] SAVES INSPECTION AND MAINTENANCE TIME 
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AHEAD OF THE NEWS 


Fuel Price Promise Variations—If North Carolina job- 
bers go along with the fuel oil price guarantee idea recently 
extended by Griffin Fuel Co. of Tacoma, Wash. (see p. 38) 
—and they’re warming to it—chances are they will give it 
a different twist. Carolina planning would center on gas 
and coal, where Griffin aims at natural gas and electricity. 
Price-wise (on a Btu basis), fuel oil has a big jump on gas 
in Carolina. The spread between oil and coal is closer. 
But the general feeling is that jobbers can afford to make 
long-range price guarantees and prove to customers that 
they “can’t afford not to stick to fuel oil.” 


Dry Charge Change of Heart—An official of one of the 
major oil companies has swung over to the view that further 
acceptance of the dry charge battery method, of which he 
was an outspoken critic in the past, is inevitable. As chief 
reason for a dry charge trend, he cites the premium placed 
on long shelf life by increased variety in size and shape. 


More NOHC Support— Oi! marketing equipment jobbers 
will back the National Oil Heat Council. Members of the 
National Assn. of Oil Equipment Jobbers have decided to 
support NOHC and contribute funds. The group will be 
represented on the Council. The jobbers talked about 
their stake in the fuel oil business at their recent conven- 
tion in Chicago. 


Easing Burner Repair—Even inexperienced drivers of 
fuel oil trucks will be able to make emergency repairs on 
oil burners, the Northwest Petroleum Assn. believes, if they 
follow a chart it is printing for use in all such trucks in its 
area. Devised by Fred Meyer, Grand Rapids, Minn., 
jobber, the chart explains simply how an oil furnace oper- 
ates, what makes it go wrong, and the remedy. Some 
individual jobbers are considering distributing the chart to 
customers for posting by the furnace. In addition to his 
jobbing business, Meyer heads an industrial heating service 
which engineers and installs large heating units in the 
Minnesota iron range country. 


Railroads and Fuel Costs — Iwo developments have 
come from eastern railroads’ reported consideration of 
ways to trim Diesel fuel costs. First, one major road 
shortly will lower its cetane specification from 45-50 to 
40, hoping to save more on fuel than it will have to spend 
on increased locomotive maintenance. Second, some 
carriers are considering buying in larger lots than the 
customary tank car delivery. One road now getting around 
1 million bbl. a year may purchase its Diesel fuel in cargo 
lots at the Gulf and arrange through-put at an eastern 
deepwater terminal. 
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New Headlight Coming—Detroit sources say that a 
new type of sealed-beam headlight will be unveiled late 
this month. Co-operative research between lamp and auto 
manufacturers went into the product. 


Metering Degree Days—Several large fuel oil jobbers 
are testing a new meter for degree days, developed by a 
fellow-jobber—M. Lee Johnson of Kalamazoo, Mich. 
Johnson says his meter gives a more accurate reading than 
prevalent systems. It takes account of wind velocity and 
the sun’s heat in determining what Johnson calls “effective 
degree days.” An electronic unit, mounted outdoors, 
activates the device. 


Restroom Reaction Record—An oil company that ts 
emphasizing the importance of restrooms in the appearance 
of its service stations is obtaining statistics to back its stand. 
With posters and return postcards put up by dealers, the 
company solicits comment. Replies are about 4% un- 
favorable. The company thinks this low is good. But 
when it set out to prove it by comparison with response 
elsewhere to similar programs, it found no other record in 
the oil industry. 


New Toll Road Prospect— Officials in Virginia appear to 
be softening up public opinion for a new toll road to cross 
the state north-to-south. Gov. Thomas B. Stanley observed 
recently that, because Virginia is a “bridge” for seaboard 
traffic, consideration “might well be given . . . in the not 
too distant future” to such a cross state project. Two 
limited stretches of toll road already are in the works, and 
Stanley visualizes the new project as an “extension” of an 
authorized 37-mile Richmond-Petersburg toll road. A 75- 
mile road in the southwest corner of the state, designed to 
link the West Virginia Pike with a proposed North Carolina 
toll road, also has been authorized. 


Pipe Line Target Date—End of 1954 is schedule for 
completion of a new 8-in. refined products line in Ohio, 
from Lima to Columbus. Work has started. The line 
will extend Buckeye Pipe Line Co.’s Midwest Products 
System, now running from Lawrenceville and Robinson, 
lll., to Toledo, Ohio. An intermediate terminal now is at 
Lima. Others are at Indianapolis and Muncie, Ind. Buck- 
eye also will convert to products an 8-in. line formerly in 
crude oil service between Toledo and Lima. Net result 
will be direct transportation for refined products over the 
165 miles from Toledo to Columbus. Among potential 
customers: Ohio Oil and The Texas Co. 


For more Ahead of the News > 





we've made it simple... 
we've made it economical 
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What can be rougher on any finish—than constant 
exposure to every type of weather... quick freezes 
and thaws—baking hot sun—driving rains and hail 

. all natural elements, that daily take their toll 
of inferior finishes. 

Davidson porcelain enamel withstands all of the 
elements and can take their abuses . . . Davidson 
means QUALITY... guaranteed weather resistance 

pains . guaranteed color permanence. 

For economy and service over the years, it pays 

hin [C= to specify Davidson—Davidson has made it con- 
(C C6 venient for you to consult with experienced dealer- 
Qo iain erectors, factory trained, strategically located from 


p eel the Rockies to the East Coast. 
Complete information is available on Davidson 


’ T | 
that 4 virtua y Porcelain Enamel and their Dealer locations—it’s 
indestructible! yours for the asking. Write for it today 


= 
Davidson ENAMEL PRODUCTS, INC, 


1103 EAST KIBBY STREET, LIMA, OHIO 
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AHEAD OF THE NEWS 


Tidelands Wait—Still in the future is Justice Depart- 
ment’s decision whether a lawsuit will be needed to settle 
the Texas-Louisiana “tidelands” boundary issue. DJ staff 
recommendations haven't reached the attorney general. 





New Treatment for Lubes—Lubricating oil refined by 
Sun Oil Co. will have “even higher quality,” according to 
Sun President R. G. Dunlop, as the company’s new plant at 
its Marcus Hook, Pa., refinery goes on stream this month. 
The lube oils will be treated with a new company- 
researched process using hydrogen and a catalyst. 


More Demand, More Drilling—Increasing demand for 
oil during 1955 can be counted on to bring a strong 
drilling program. Two drilling experts subscribe to this 
opinion. They are J. V. Dunbar and Karl L. Kellogg, in- 
coming and retiring presidents, respectively, of the Ameri- 
can Assn. of Oilwell Drilling Contractors. They estimate 


at 50,000 the wells drilled in 1954, predict “possibly more” 
in 1955, 


Fading Tax Threat—Slight prospect remains that Los 
Angeles County’s 2 million-plus motorists will have to pay 
an additional 1¢-per-gal. county gasoline tax. Lack of 
agreement among the five members of the county board of 
supervisors has dampened moves to interest state iegislators 
in letting counties get into the gasoline tax field. Now, 
there is more enthusiasm for (1) getting a greater propor- 
tion of federal gasoline tax money back into the county, or 
(2) diverting more of the state’s highway revenue to con- 
gested southern California. 


NPN Staff 


Farm Credit Warning—Oil men selling to farm accounts 
will be taking a closer look at their credit policies. Word 
from the U.S. Department of Agriculture is that farmers’ 
income the first eight months of this year was down con- 
siderably from a year ago. Marketing receipts of about 
$17.4 billion were off 4% from 1953. Net income (at an 
annual rate of $12.5 billion) was down about 7%. 


Road Tests for 1955—A new 9:1 compression ratio 
engine in one 1955 model car operates satisfactorily on 
available premium-type fuels, even when premium octane 
rating is down around 90 to 92. Preliminary road tests 
indicate the new engine operates without knock even after 
7,000 to 8,000 miles of driving. Octane requirements 
gain during that period reportedly was about two numbers. 


Industry Magazine Off Indefinitely—Some thought 
has been given to a proposal that the American Petroleum 
Institute publish an oil magazine of the “house organ” type 
(no advertising), but the plan is dormant now. Before such 
a step, research would be needed to determine the need for 
the publication. Research funds probably would come 
from the Oil Industry Information Committee. But OIIC 
won't consider appropriating research money for this pur- 
pose for at least another year. 


Hush-Hush Tubeless—An Atlas tubeless tire is being 
produced, although so far none of the oil companies sell- 
ing the Atlas TBA line has announced any plans to add 
such an item. But dealers of at least one of the oil com- 
panies involved hear rumors that they soon will get tubeless. 
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Your trade wants batteries 
that give 20% faster cranking 


speed... 10% more power in cold weather. 


That means batteries with 
A battery equipped with U. S. Peerless* 


U. Ss. Peerless Microporous Rubber Separators has power 


to spare in frigid weather. Even when the 


rye q Cc RO a © pa © U &3 temperature is zero, Peerless Separators de- 


liver 10% more power and 20% faster 

R bh 6 cranking speed. That’s because Peerless has 
be er Separators: 15% lower electrical resistance than ordi- 

= > nary separators. This means greater battery 

r capacity. Peerless Separators also have other 
big advantages: they are unaffected by over- 

charging, heat, battery acid or plate pres- 

sures. They will not get mushy or soft and 


will maintain their original toughness 
throughout battery life. 


Make sure the batteries you stock and sell 
have Peerless Rubber Separators. They 
guard batteries against premature failure, 
save you the nuisance of replacement, and 
increase your profit per unit. 


‘ 


| ity 
i kite 


30 


“ 


UNITED STATES.’ EF 


Electrical Wire and Cable Department « Rockefeller Center, New York 20, N. Y. 
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WASHINGTON 


GSA’'s Oil Ruling Is 


General Services Administration, 
which engaged in a little wishful think- 
ing a few weeks back on the Buy- 
American Act as related to petroleum, 
knows now it did not solve the prob- 
lem. All it did was buy a little time. 

Already, GSA’s regional people in 
San Francisco have put up to Wash- 
ington a sticky decision on bulk gaso- 
line bids by Standard Oil Co. of 
California for the states of California, 
Arizona and Nevada. 

In meeting the requirement that 
products be made from “substantially 
all” domestic crude, Standard said its 
ratio would be 75% domestic to 25% 
foreign, or thereabouts—with the 
probability of an even higher domestic 
ratio. Similar situations are expected 
shortly when gasoline bids for the 
Pacific Northwest states are opened. 
Another “situation” is anticipated on 
fuel oil bids for the West. 

If GSA balks at Standard’s 75-25 
and if the company can not or will 
not raise its ratio to the agency’s satis- 
faction, look ahead to the spring when 
GSA’s service station contracts must 
be let. Until and unless GSA decides 
what “substantially all”: means, any 
station bidder handling the product 
of any refiner dabbling in any but 
infinitesimal fractions of foreign crude 
runs the risk of being disqualified on 
this business—principally in gasoline, 
oils, lubes and oil filter service. 


A Move at Last 


Despite the recent uproar over bird 
dogs and kennel dogs, it appears en- 
tirely safe and proper to give Donald 
C. O’Hara the nickname of “Bulldog” 
—for his tenacity and stubborn cour- 
age in the long struggle to get the 
Internal Revenue Service to agree to 
collect the tax on re-refined oils the 
same as it does on virgin oils. 

O’Hara, assistant general counsel 
for the National Petroleum Assn., got 
involved in this matter years ago. He 
noted that re-refiners claimed their 
product was just as good, if not bet- 
ter, than the original oil. The very 
name they used—re-refined oil—seem- 
ed to him to indicate that they put 
the used oil through some sort of 
refining process. He noted, too, that 
re-builders of automobile engines paid 
an excise, as did many other “re- 
builders.” Why, then, shouldn't oil 
re-refiners do likewise? 

O’Hara called all these things to 
the attention of the Internal Revenue 
Service many, many times—by letter, 
in person and as part of delegations. 

When IRS hemmed and hawed and 


Still Reverberating 


failed to act, O'Hara went to Congress. 
Again he ran into inertia. People were 
inclined to agree with him, but they 
wouldn’t do anything about it. Even 
the change in Administration didn’t 
help. 

Finally, he took an unheard of 
step and filed a suit to force IRS to 
collect the tax. Now IRS has been 
sued many times, but always before 
the aim was to stop the agency from 
collecting a tax—not to get it to col- 
lect one. 

That did it. IRS, rather than get 
involved in a suit which might set 
some precedents, decided it would 
start collecting the tax and let the re- 
refiners try to get the courts to stop 
it. That would be old stuff to IRS. 

The matter isn’t settled yet, not 
by a long shot. But “Bulldog” O'Hara 
got into motion the machinery which 
eventually should provide an answer 
to this problem. 


No Gifts Here 


A Democrat candidate for Congress 
from Virginia made a television ad- 
dress the evening of Oct. 13 reminding 
voters of the “give-away” of tidelands 
oil riches by the Republican Adminis- 
tration—with the implication that all 
this was well to the advantage of the 
“grasping oil and gas interests.” 

All the states got from tidelands 
legislation was underwater lands with- 
in their historic boundaries. The 
“scraps” left to the government com- 
prise oil and gas riches running out 
50 miles and beyond. 

On the afternoon preceding that 
political talk, the oil companies—in 
sealed, competitive bids—paid the U. 
S. almost $130 million for the priv- 
ilege of investing in oil development 
of those lands. And it is estimated 
that at least three times this amount 
should accrue to the government in 
royalties, plus the annual rentals to 
be paid on each acre of oil and gas 
lands. Now who gave what to whom? 

The bidding also should pose some 
questions for those constantly deplor- 
ing “collusion and lack of competi- 
tion” in the oil industry. Eight or 10 
bids on the same acres ranged from 
near the minimum of $15 an acre 
to upwards of almost $1,000. Bids 
varied by hundreds of dollars and, 
on one case, by 15¢ per acre. And do 
we have evidence of collusion in in- 
stances where only a single company 
bid almost $4 million for a 5,000- 
acre tract that they could have got at 
the minimum price of $75,000? 


—NPN Washington Staff 
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BOWERS 


BATTERIES 


BOWERS BATTERY & SPARK PLUG CO., READING, PA 


NEW HOPE 


in the battle against 


CANCER 


THE FIGHT against man’s cruclest enemy 
is far from won. If present rates con- 
tinue, 23 million living Americans will 
die of cancer—230,000 this year. And 
thousands of these will die needlessly — 
through cancer that could have been 
cured if treated in time. 


ALL THE SAME, there have been victories. 
Thousands who once would have died 
are being saved—thanks, in part, to 
your donations to the American Cancer 
Society. 

AND, LAST YEAR, the Society was able to 
allocate $5,000,000 of your donations to 
research aimed at finding the ultimate 
cure for all cancer. That’s more moncy 
than ever before. 


MUCH MORE, of course, remains to be done. 
So please make this year’s gift a really 
generous one! 


Cancer 
MAN'S CRUELEST ENEMY 


Strike back—Give 


AMERICAN CANCER SOCIETY 





PETROLEUM INDUSTRY INDICATORS 


—_ Refinery /Terminal 
(¢ per gal.) 

Oct. Sept. Oct. 
15 17 19 
1954 1954 1953 
11.24 11.46 12.43 
10.37 10.25 10.41 
8.87 8.74 9.08 
4.00 3.90 4.02 


8.72 
16.30 


Gasoline 
Kerosine 
Distillate 
Residual 
4 principal 

products 8.67 
Lube oil 16.22 
Crude at 

well ($ 

per bbl.) 2.81 2.81 


* Weighted average price, 
cipal markets. 


9.30 
18.39 


2.83 


prin- 
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Week Ended 
Oct. 8, 1954 


Week Ended 
Sept. 10, 1954 


Week Ended 


Sige WEEKLY PETROLEUM STATISTICS (aPn Oct. 9, 1953 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M., 1 day earlier (thous. bbl.) 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 
Refinery Output 
Gasoline (thous. bbl.) 
Kerosine (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


ESE) MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
*Gasoline consumption (million gal.) 

Service station building permits (number) 

Passenger cars—domestic shipments (thous.) 

Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 


* Excludes Oklahoma and Rhode Island 


151,550 
131,198 
38,480 
56,054 
273,159 


6,711 
665 
81.4 


23,131 
2,005 
10,752 
7,016 


6,058 
909 


Latest Month 


52,719 (Aug.) 
11,516 (July) 
21.32 (Oct.) 
4,573 (July) 
604 (June) 
431 (Aug.) 
61 (Aug.) 
5,429 (Aug.) 
2,287 (July) 
65 (July) 


153,279 
121,734 
36,717 
56,725 
273,337 


6,969 
702 
84.7 


23,940 
2,461 
10,096 
7,718 


6,086 
741 


Previous Month 


47,967 
12,742 
21.70 
4,553 
513 
437 

62 
5,949 
1,834 
68 


140,287 
128,926 
37,260 
53,341 
286,163 


6,941 
683 
89.7 


23,484 
2,471 
10,100 
8,460 


6,223 
788 


Year Ago 


62,468 
11,292 
22.01 
4,461 
482 
500 
90 
5,524 
2,528 
80 
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SUPPLY AND DEMAND 


Crude Runs Down—Crude runs to 
stills at U.S. refineries fell 268,000 
b/d in the week ended Oct. 8, com- 
pared to the previous week. Re- 
finery output of all major products 
except distillate fuel oil declined. 
Kerosine inventories were at an 
all-time high for the fourth con- 
secutive week. Gasoline and resi- 
dual stocks declined, but distillate 


fuel oil stocks rose more than 3 |? 


million bbl. Crude oil and con- 
densate production average 6,152,- 
450 b/d, up 7,800 b/d from the 
week ended Oct. 1. 


Gain in Evrope—Residual fuel oil 
has made “modest” inroads on 
European coal markets during the 
past 15 years, says a report by the 
United Nations Economic Com- 
mission for Europe. The report 
says that, from 1937 and 1953, 
residual increased its share in the 
total energy consumption by West 
European countries by from 2% to 
8% (compared with 21% in U. S. 
in 1953). No predictions were made 
about residual’s share of the future 
market. 


S. Imports Jump—A gain of 
470,000 b/d in U. S. crude oil and 
products imports was posted in the 
week ended Oct. 8, compared with 
the previous week. East of Califor- 
nia imports were up 452,800 b/d 
and California imports rose 18,000 
b/d. California figures for the week 
ended Oct. 1 were revised upward 
from 19,300 to 35,000 b/d. Cur- 
rent figures include 75,600 b/d to 
cover non-reporting companies, all 
east of California, but do not in- 
clude Rate Provision 16 (military 
and other government agencies). 


‘Gas’ Use Listed—American Petro- 
leum Institute has reported gasoline 
consumption estimates for August 
by 15 states. Louisiana topped the 
increases with 13.2%. The only de- 
crease reported was Texas, where 
consumption fell 0.3%. 


World Output Up—World produc- 
tion of crude oil totaled 4,772 mil- 
lion bbl. in 1953, reports the Bu- 
reau of Mines—an increase of 6% 
over 1952. Estimate for the USSR 
is.370 million bbl., compared with 
an estimated 329 million bbl. in 
1952. Imports of crude oil into 
Western Europe increased 13% 
and crude runs to stills gained 7% 
for the world as a whole and 15% 
for Western Europe. 














SAVES ON SERVICING 
POSITIVE SEALING ACTION 
LONG, DEPENDABLE SERVICE 


Roper further increases the dependability and efficiency of Series 
3600 pumps with a proven, long-life mechanical seal.* 

Designed for a broad range of clean liquid applications, the unit 
provides a positive sealing action to reduce leakage — a highly im- 
portant factor when delivering inflammables. Further still, the 
mechanical seal offers the advantage of minimizing down-time and 
maintenance expense...there are no adjustments necessary. 


This mechanical seal is but one of the many outstanding features of 
these Ropers. The pumps are ready for hook-up on any type drive, 
and for all conditions of piping and mounting . . . handle thin or 
thick liquids at slow speeds . . . operate with equal ease in either 
direction . . . have adjustable relief valve which assures full capa- 
city when pumping and allows nozzle shut-off without stopping 
the pump. Roper Series 3600 pumps are rated for pressures to 
60 P.S.I. — sizes 40-300 G.P.M. 

* Models also available with packed box. 


wns Con ta 


GEO. D. ROPER CORPORATION 
480 Blackhawk Park Ave., Rockford, Illinois 


ROPER 
Kolary Fiumyos 
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Wationals newest 


itemizing Cash Registers $ 
cost as little as 





. 


Now even the smallest store can 


Ce 





stop mistakes in addition ... improve 
customer service ... increase profits. 


National’s line of modern itemizing cash 
registers, for small and medium-size stores, 
now ranges from $275 to $730. Never before 
has retail business been offered so much at 
such low cost. 

Stop mistakes of mental addition—and 
build customer confidence! The register me- 
chanically totals multiple-item sales as 
each price is recorded. And while this is 
being done, merchant, customers and em- 
ployees can see each price—and the total— 
at the top of the register. This “‘publicity”’ is 
the basic protection of a cash register. 


Some models provide your customers with 
itemized and totaled receipts as ‘take-home 
proof”’ of accuracy (another good-will builder) 
...and designate amounts by departments 
and salespeople—also by Cash, Charge, Re- 
ceived-on-Account and Paid Out. 

Most models have a built-in adding ma- 
chine for miscellaneous figure work—2 ma- 
chines in 1—a “plus” value. 

See how a National will give you protec- 
tion that saves money and information that 
makes money. It will soon pay for itself, 
then continue savings as annual profit. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


949 OFFICES IN 94 COUNTRIES 


12 


Call your nearby National repre- 
sentative, a trained Systems An- 
alyst, for a demonstration. Get 
his number from the yellow 
pages of your phone book. 
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DJ Begins Fight Over Sun Oil Contracts 


Testimony in the govern- 
ment’s “exclusive dealing” case 
against Sun Oil Co. continues 
this week before Judge J. Cul- 
len Ganey in U.S. District Court, 
Philadelphia. 

The prosecution is going 
ahead with plans to present 
dealers, suppliers, and a former 
Sun Co. employe as principal 
witness to spell out the charges 
of violation of the Sherman 
Antitrust Act. 

The government, through the De- 
partment of Justice, charges that Sun: 

e Required dealers to deal exclu- 
sively with it and avoid competitors. 

e Required a minimum ratio of oil 
purchases with gasoline purchases. 

e Held a 30-day contract cancella- 
tion clause over dealers’ heads to 
force compliance with its “exclusive 
dealing” arrangement. 

e Established a price differential 
favoring dealers who co-operated. 

Sun Oil, in calling the government's 
charges a “conglomeration of false 
charges, innuendoes and misleading 
statements,” denies that it: 

e Subjected activities of dealers to 
“minute, constant inspection, policing 
and supervision.” 

e Has exclusive contracts with 
dealers that come within the Sherman 
Antitrust Act. 


e Made contracts with the 30-day 
contract cancellation clause after 
1937. 

Observers expect the trial to last 
three months with the government 
calling more than 60 witnesses. All 
operations of the company’s six mar- 
keting regions-—Middle Atlantic, New 
York, New England, Southeastern, 
Western and Ohio Valley—are ex- 
pected to be opened to scrutiny by 
testimony and cross examination. 
Testimony on the Middle Atlantic 
region operations is being heard at 
the present time. 

Government's Charges 

George W. Wise, special assistant 
to the attorney general who heads the 
prosecution, says that in the period 
between 1928 and 1950, Sun required 
its dealers to deal exclusively with it 
and avoid its competitors. 

As a result of this policy, Wise 


Hamilton 


Henderson 


Moffett 


DEFENDING SUN OIL CO. against government charges that it engaged in “exclusive 
dealing” contracts with service stations operators is a battery of legal talent headed 
by Joseph W. Henderson, partner in the Philadelphia law firm of Rowle and Henderson. 
Assisting him are John D. M. Hamilton, former national GOP chairman who is 
advisor-counsel, and John Blair Moffett, Sun’s chief general counsel for legal affairs. 
Trial is now in second week before Federal Judge J. Cullen Ganey in U. S. District 


Court, Philadelphia 


adds, the split stations many dealers 
had were given up and, by 1936, two- 
thirds of the stations handling Sun 
products were 100% Sun outlets. 

Policy Unchanged—*We admit that 
in 1936 the exclusive feature was 
eliminated from Sun contracts,” Wise 
says, “but we will show that this pol- 
icy was continued. 

Sun has consistently refused to 
split accounts. They have a 30-day 
cancellation clause in their contracts 
that acts as a club over the heads of 
the dealers. 

“All contracts for the purchase of 
gasoline required a minimum ratio of 
oil purchases. A price inducement in 
the form of a rebate invited exclusive 
handling of Sun Oil and specified the 
ratio.” 

To back up these allegations, Wise 
will present evidence from “Sun offices 
and files of regional and district 
offices,” and will call dealers and sup- 
pliers as witnesses, including a 
“former employe” expected to testify 
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on “what he did and what he was in- 
structed to do.” 


SUN’S REBUTTAL 


Joseph W. Henderson. chief de- 
fense counsel, contends that most of 
the government evidence is “circum- 
stantial.” 

He says that “they (the govern- 
ment) will imply that we effected ex- 
clusive dealings.” 

Actually, he contends, four out of 
five Sun dealers stock the products of 
competitors. 

Was Normal Practice—Henderson 
argues the company’s practice “was 
the normal practice of any seller en- 
gaged in attempting to sell as much 
of its products as possible.” 

“We can’t force a dealer out of the 
gasoline business,” Henderson main- 
tains. 

Sun Oil, according to Henderson, 
can not “browbeat or brainwash” its 
dealers, because the company has 
many “fine competitors continually in 
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the market 
dealers.” 

“Our situation is not the same as 
Standard Oil of California or Rich- 
field,” he says. “This is not the case 
of a manufacturer which has a monop- 
oly on its products. This case does 
not invoke the right of Sun to select 
its own customers. 

“This is not a suit involving ex- 
clusive dealing in gasoline contracts. 
In 6,700 outlets, we have only five 
split stations left. Split stations have 
disappeared from the highways .. . 
because of the natural evolution of 
undivided stations.” 

No 30-Day Clause Now—The chief 
defense counsel says Sun denies that 
—at any time’ since 1937—it has 
made contracts containing the 30-day 
cancellation clause effective if the 
operator is found selling other than 
Sun products. 

“Supply contracts contain only the 
reasonable provision that a right of 
cancellation exists if for two months 
in any 12-month period the operator 
breaks his contract to buy the stipu- 
lated minimum of 75% of last year’s 
gas purchased from Sun Oil,” Hender- 
son says. 


WHERE CASE STANDS 
A former FBI agent and several 





for good, competitive 


service station operators are among 
witnesses who have testified for the 
government. 

The former FBI agent, Maxwell 
Chaffetz, said that in June 1936, John 
Blair Moffett, Sun Oil’s chief general 
counsel for legal affairs, advised him 





THIRD CASE 


Department of Justice action 
against Sun Oil Co. is the third 
such case it has brought against 
a marketer. The first involved 
Standard Oil Co. of California 
and the second was against the 
Richfield Oil Corp. of Los An- 
geles. The government won both 
cases, which were carried to the 
U.S. Supreme Court. 

Written contracts were in- 
volved in the Standard case, but 
the company denied any “ex- 
clusive dealing” in the sense of 
“control” over dealers who han- 
dled its products. 

The Richfield case was based 
on oral and written agreements 
with its dealers. Richfield, ad- 
mitting it “controlled” its deal- 
ers, contended that it had the 
right to do so because it owned 
their facilities. 











that the exclusive dealing clause in Sun 
contracts has been dropped because of 
a state chain-store tax. 

“The new law,” Chaffetz testified, 
“made Sun subject to the tax because 
of its control of gasoline stations.” 

Other Change—The former G-man 
said Moffett advised him the company 
had dropped another clause in the old 
contract that cancelled it immediately 
and severely penalized the dealer if 
he bought products from other mar- 
keters. 

He added that S. P. Eckett, Sun 
sales manager, said a new contract 
had a 30-day cancellation clause and 
provided for a 0.5¢ price differential 
to dealers selling Sun products ex- 
clusively. 

One legal point remains to be 
settled concerning Chaffetz’ testimony. 
The government moved to have his 
report withheld as evidence. Wise 
argued that “the attorney general's 
position is that an FBI report cannot 
be produced in civil cases.” 

He maintained that the report, if 
admitted as evidence, would reveal 
important facets of DJ’s case. 

To Rule Later—Judge Ganey told 
counsel for both sides to submit 
written memoranda on the point at 
issue, saying he would issue his ruling 
later in the trial. 

Although the government has not 
been ordered yet to submit the FBI 
report as evidence, it offered as one 
exhibit 66 Sun contracts for service 
stations covering the 1928-1936 pe- 
riod. In upholding objections by 
Henderson, Judge Ganey said he 
would rule on the admissability of 
each document when the government 
introduced them separately. 

Henderson had argued that the 
contracts should not be admitted. 

“They are not specific contracts— 
only blank agreements—and _ they 
might be misleading to the court,” he 
said. 

The defense chief also suggested 
that there should be a cutoff date on 
the submission of contracts. “I think,” 
he said, “these contracts are prior to 
1937, when every restrictive clause 
was cut out.” 

Operators Testify—Service stations 
operators from Pennsylvania and 
New Jersey have testified so far. 

Mrs. Ellsworth Case, who has op- 
erated a station at Easton, Pa., since 
1915, testified she entered into a con- 
tract with Sun in May, 1934 while 
handling three grades of Atlantic 
gasoline. She said that Sun found out 
about the Atlantic gasoline, told her 
it would stop selling her Sunoco gaso- 
line if she continued to sell Atlantic, 
and finally did stop selling her gaso- 


line. She said Sun had the right to 
terminate the contract. 

Edward Goldy, operating a service 
station in Brooklawn, N.J., reported a 
similar experience. He testified that 
he sold Sun gasoline along with a 
third-grade motor fuel: 

Was Warned—‘“The Sun salesman 
said unless I got rid of the cheaper 
stuff,” Goldy testified, “he would stop 
selling me Sun Oil products and puil 
out its pump they had installed in 
April 1931. I refused to go along. So 
they removed their pump after they 
sent me letters referring to the can- 
cellation clause in the contract, and 
then notifying me that they were can- 
celling my contract.” 

Cross-examined by Henderson, 
Goldy admitted Sun had a legal right 
to end the contract. 

“Do you know -if Sun had a right 
to cancel your contract?” Judge 
Ganey asked the witness. 

“I don’t think so,” Goldy replied. 
“The equipment was mine.” 

When Defense Counsel Henderson 
asked the witness to read the “exclu- 
sive dealing clause” in the contract 
he signed, Wise objected and was sus- 
tained by the court. 

Another witness, J. D. Schaefer, of 
East Bangor, Pa., said he signed a 
Sun contract in September, 1930. In 
1935, he was advised by a Sun sales- 
man to “get rid of third-grade gaso- 
line because it was against Sun’s pol- 
icy to sell . . . to operators selling 
other brands at a lower price,” he 
testified. 

“I stopped the sale of third-grade 
gasoline on the condition they fix my 
pumps. After they fixed up my pumps, 
I stopped selling Sun gasoline later 
that year,” Schaefer told the court. 


Jet Fuel Studied 
As Engine Coolant 


Oil industry engineers are nearing a 
solution on how to cool jet plane en- 
gines and other parts of the aircraft 
by using cold jet fuel without having 
it form sludge or clogging fuel lines 
leading to the engine. 

In a speech at an Oil Progress Week 
dinner held by the Charleston (W. 
Va.) Oil Industry Information Com- 
mittee, Milton H. Campbell, assistant 
director of sales of Du Pont Co.’s 
petrochemicals division, said that study 
of the problem has shown that chem- 
ical additives in the fuel are quite ef- 
fective in preventing the sludge forma- 
tion and clogging of fuel lines. 

The cold jet fuel, without additives, 
had a tendency to form sludge and 
clog lines when it was subjected to 
extreme heat of the engine. 
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Wilson Sees Oil Gain from Atom Power 


Oil marketers have little to fear and much to gain from atomic 
energy, says Dr. Robert E. Wilson, board chairman of Standard Oil 
Co. (Indiana) and a leading U.S. scientist. He believes: 

¢ Decentralization of industry and population because of an 


atomic war threat will bring in- 
creased travel. 

e Oil industry research and 
operations will benefit from the 
use of radioactive tracers. 

e Fuel oil men need not 
worry about atomic competition 
in space heating because of high 
cost and complicated operation 
of atomic reactors. Shielding and 
handling of radioactive wastes 
would cause too much trouble 
and the reactor would cost at 
least 10 times as much as an 
equivalent Diesel unit. 

e For cars, trucks or buses 
the idea of atomic power is 
“fantastic.” 

Before the National Industrial Con- 
ference Board’s Atomic Energy Con- 
ference last week in New York City, 
Dr. Wilson said: 


“Even supposing people could afford 
the minimum conceivable cost of tens 
of thousands of dollars for an atomic 
engine, we would have to have at 


least a three-foot concrete dashboard 
to protect the passengers from dan- 
gerous radiation and front fenders 
three-foot thick to protect the passers- 
by.” 

He said the problem of lightweight 
shielding against gamma radiation is 
almost in the same class as that of 
shielding against gravity. 

Dr. Wilson also doubts that atomic 
power could produce cheap electricity 
to charge the batteries of possible new 
types of electric automobiles. Further 
radical improvements in storage bat- 
teries aren’t in sight, he declared. 

And even if electricity became 
cheap, Dr. Wilson asserted, it would 
have to compete against gasoline 
which, except for taxes, represents 
only one-eighth the cost of automo- 
tive transportation. 

He also pointed out that a gasoline 
engine represents only about $300 in 
a $2,000 car. So “the designer of a 
competitive type of engine does not 
have much money to play with.” 

Eventual Competition — Summing 
up the outlook for the next 15 years, 
Dr. Wilson said rising costs of oil 
and falling atomic power costs eventu- 
ally may make the two competitive. 
But, “in view of our rapidly growing 
needs for power,” he said, “the long- 
range problem is not what fuel is 


DR. R. E. WILSON 


“Atomic energy is likely to help us” 


going to be crowded out, but what can 
come along to help carry the load.” 

On the general development of 
atomic power use, Dr. Wilson said 
most experts would agree that: 

—Few, if any, atomic power plants 
will be built for purely commercial 
purposes in this country within 10 
years. These few would be only at 
points remote from conventional fuel 
supplies. 

—Between 10 and 25 years from 
now—depending on technological de- 
velopments and prices of competitive 
fuels—a moderate proportion of larger 
new power plants might be built to 
use atomic fuel. But no efficient exist- 
ing plant would be shut down or con- 
verted to atomic fuel. 

Dr. Wilson noted that by “commer- 
cial use” of atomic energy he meant 
production at costs competitive with 
power from conventional fuels and 
without a direct or indirect govern- 
ment subsidy. 

Fuel Oil—tThe only oil product that 
may suffer in competition with atomic 
energy, noted Dr. Wilson, is heavy 
fuel oil, increasingly less important 
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and the least profitable oil product. 
Only 10 to 15% of these residual fuels 
—or less than 4% of the total oil 
products—is used by electric power 
plants, he said. 

“So even if we lost half our large 
power-plant business in the next 25 
years, we would hardly notice it.” 

Use of atomic power for shipping 
will develop even more slowly than 
its use in large central power plants, 
he asserted, because of the high first 
cost of atomic power units. 

Some natural gas also might be 
displaced if atomic energy became 
important in power generating plants, 
said Dr. Wilson. But, except in areas 
near oil fields, coal probably will re- 
place natural gas before atomic energy 
does. 

That is because most of the natural 
gas burned for electricity will be avail- 
able to power plants as cheap “dump 
gas” (during warm seasons) only until 
utility companies have enough under- 
ground storage near consuming centers 
to keep natural gas pipe lines running 
fuel, both in summer and winter. 
Thereafter, most natural gas will be 
sold at better prices for household 
consumption, he pointed out. 


GSA Faces Decision 
In ‘Buy American’ Act 


General Services Administration, 
which recently put government pur- 
chases of oil products under the “Buy 
American” Act in all but eastern 
states, may have to define what it 
means in stating that “substantially 
all” product purchased must come 
from domestic crude. 

It’s been asked to do so for the first 
time by the GSA regional office in 
San Francisco which recently received 
bids on a six-month contract to supply 
bulk gasoline to government nonmil- 
itary storage areas in California, Ne- 
vada and Arizona. 

In submitting its bid, Standard Oil 
(Calif.) attached a “qualifier” stating 
that at least 75% and “probably” con- 
siderably more of domestic crude 
would be used if it got the contract. 

In Washington, GSA officials said 
Standard’s action amounts to “taking 
exception.” They also said the matter 
had been returned to the regional GSA 
office for further details, including a 
“definite, factual statement on what 
percentage will be domestic.” GSA 
said the only way they “could read the 
company statement was that 75% 
would be domestic, 25% foreign.” 
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Indiana Toll Commission 
Hit for ‘Price-Fixing’ 

The Indiana Toll Road Commission 
has “usurped unto itself super-govern- 
mental power to fix prices” on turn- 
pike gasoline, charges Willard W. 
Wright of Sun Oil Co. 

The Sun general sales manager 
made the charge in a wire to Charles 
W. Keating, secretary-treasurer of the 
commission, Outlining Sun’s position 
in refusing an invitation to bid for 
service stations on the new pike to be 
built across northern Indiana from 
the Ohio line to the Illinois boundary. 

In the wire, Wright protested 
against the commission’s requirement 
that price postings must be approved 
in writing by the commission. This 
requirement applies not only to the 
original postings when the road opens, 
but to any subsequent changes, Wright 
noted. 

Wright contends that price fixing 
of gasoline—a “necessary and highly 
competitive commodity” — would 
“deny to motorists the benefits to be 
gained from the free interplay of com- 
petitive forces. 

“It is foolish to believe that the 
commission, in exercising the powers 
described in the invitations to bid, 
could become anything more than an 
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Flood Waters Slow Down Refinery 


@ Record rainfall in Chicago last week put The Texas Co.’s 65,000-b/d 
refinery at Lockport, Ill., on 30% capacity as high water knocked out 
electric motors in one section. The Lockport refinery was the only major 
petroleum installation in the area that suffered appreciable damage as Big 
Run Creek, passing through refinery area, went out of its banks. Because 
rail and barging facilities were under water, refinery shipments were con- 
fined to truck transport loading of motor grades of gasoline. Heavy rain 
inconvenienced river terminals in the Chicago area but their truck loading 


agency to maintain prices against the 
public interest. 

“The commission would find it a 
practical impossibility to grant any 
one supplier of gasoline the right to 
sell at prices below those charged by 
other suppliers. Thus the advantages to 
motorists of technological progress 
and improved economies of operation 
inaugurated by any one supplier 
would be lost. 

“Under normal competitive condi- 
tions, such improvements command 
response from all sellers,” his wire 
said. 


Researcher Sees Hike 
of 25% in Oil Demand 


U.S. domestic oil demand will grow 
25% by 1970, says Dr. J. Bennett Hill, 
director of research and development 
for Sun Oil Co. He predicts there will 
be no shortage of crude oil to meet 
the demand. 

At a panel session of the sixth an- 
nual conference of the Greater Phila- 
delphia-Delaware-South Jersey Coun- 
cil, Hill also predicted: 

e Gasoline will continue to be the 
top-volume product. 

e Octane numbers of gasoline and 
compression ratios of automobile en- 
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gines will continue upward for the 
next 10 years. 


e The turbine engine for automo- 
biles won’t make itself felt for another 
10 years and when it first is introduced 
it will burn conventional gasoline. If 
it becomes important enough to justify 
a fuel of its own, that fuel will be 
similar to the present jet fuel. 


¢ Jet fuel for civil aircraft in 1970 
still will be a minor use for oil, cor- 
responding to about 1% of the crude 
oil refined. 


© The place of fuel oil in 1970 will 
depend on whether natural gas is per- 
mitted to find its rightful position in a 
free market. 

e Refineries will produce less resi- 
dual fuel oil. 

e Asphalt use will show a marked 
increase. The science of asphalt for 
road-building is just beginning to de- 
velop and improvements may be ex- 
pected. 

@ Petrochemicals will become in- 
creasingly important. By 1970, dollar 
sales of petrochemicals should amount 
to 15% of the total refined products 
sales. 


Michigan Jobbers Join 
OHI Distribution Unit 


The Michigan Petroleum Assn., a 
member of the National Oil Jobbers 
Council, has joined the Oil-Heat In- 
stitute of America as an official chap- 
ter of the Institute’s distribution di- 
vision. 

To effect the move, Joseph Hadley, 
executive secretary of MPA, said, the 
state organization “has created an en- 
tirely new oil heat division.” All fuel 
oil jobbers not now represented by 
MPA, fuel oil dealers, heating con- 
tractors, oil-burning equipment deal- 
ers, and service and installation firms 
may join it, he said, “to enjoy the 
benefit of a powerful state-wide or- 
ganization serving their business in- 
terests.” 

Fred Burroughs, national secretary 
of the OHI’s distribution division, says 
the affiliation “promises to reduce du- 
plication of effort and increase trade 
association operations . . . and brings 
to OHI a close contact at the localized 
state level.” 
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Oil Jobbers Push Michigan Toll Road Fight 


Opposition to Michigan’s 115-mile toll road between Saginaw and 
Rockwood, near the Ohio border, has developed on three fronts, 
with the Michigan Highway Owners and Users Assn. moving into the 


vanguard last week. 

Also in the fight are the Mich- 
igan Petroleum Assn. and the 
Small Businessmen’s Committee 
of Bay City. 

But it was the Michigan High- 
way Owners, composed of In- 
dependent oil marketers in the 
Saginaw Valley, that loosed an- 
other blast last week—at the 
annual convention of the East- 
ern Michigan Tourist Assn. 

In answer to a speech telling of the 
toll road’s benefits, by William 
Slaughter, Jr., chairman of the Michi- 
gan Turnpike Authority and president 
of the Aurora Gasoline Co., Detroit, 
the Saginaw group sent its attorney, 
Floyd T. Fuss, into an hour-long 
debate. 

Fuss asked again—his organization 
has petitioned Gov. G. Mennen 
Williams to review the Turnpike 


Authority setup and the question of 
the toll road itself—that the state 
create a Turnpike Authority that is not 
“autonomous” and that it would be 
forced to make its actions public. 


The Michigan Petroleum Assn., too, 
is preparing to fight the Turnpike Act 
in the state legislature. It wants law- 
makers to review the act. If that act 
fails, the oil marketers are ready to 
lobby for an amendment that would 
ban all commercial enterprises from 
the toll road. Its toll road committee 
is headed by Galen E. Wilson. 

The Michigan Highway Owners 
group, headed by Daniel Haley presi- 
dent of Quality Deal Oil Co., is 
attacking the Turnpike program with 
two charges: 

1. That it would “damage business 
of the Independents” in the area. 

2. That the Turnpike Act is “class 
legislation against the best interests of 
the common people.” It also charges 
that the act is for the “special benefits 
of the giants in the gasoline and oil 
industry and for the bonding com- 
panies who stand to get rich by long- 
term heavy-interest financing of toll 
roads. 

To date most of the action against 
the toll road and the Turnpike 
Authority has come from Haley’s 
group. 

Fuss sent out a four-page letter to 
the Turnpike Authority explaining why 
the Saginaw group is against the toll 
road program; he invited the members 
of the Authority to a public debate, 


an invitation which they didn’t pick up; 
and is busy gathering additional facts 
to present to the public in general. 

Seek Information—Although Haley 
has attacked toll roads in general as a 
move toward monopoly, Fuss has put 
his attitude on tolls roads this way: 

“We are not here to condemn toll 
roads as such. We merely want to 
provide the people with information. 
If you want toll roads, then we’ll have 
them. If you don’t want them, the 
Turnpike Authority Act should be 
repealed.” 

Fuss claims that information the 
association has dug up so far would 
seem to indicate that the proposed 
turnpike toll of $1.95 to be charged 
for the full 115 miles “amounts to a 
gasoline tax of 2542¢ a gallon.” This, 
he claims, “appears to be an economic 
absurdity and a reflection on the 
economic intelligence of the citizens of 
Saginaw Valley.” 

In his letter to the 
Authority, Fuss said: 

“We believe that the present High- 
way Department and Commissioner, 
if given the authorization and neces- 
sary funds, would widen, enlarge, and 
improve the present highways (U.S. 
24, 10, and 23) through to Mackinaw 
City, or approximately 300 miles, to 
handle more traffic than the proposed 
turnpike for the same $154 million or 
less that you proposed to spend for 
only 115 miles of road.” 

And, he claimed, it could be done 
without “additional annual interest 
charges of over $45,000 per mile.” 

Fuss also told the Turnpike 
Authority that an increased tax of only 
l1¢ per gal. on gasoline and Diesel 
fuel “will produce revenue in excess of 
$20 million per year, and could form 
the basis for a bond issue with which 
the Commission could start immediate 
construction to get the road widened, 
where needed, through to Mackinaw 
City by the end of 1956 or sooner.” 

“Such a plan,” Fuss said in his letter, 
“would enable the tourists . . . to get to 
the . . . vacation areas safely and 
quickly, without inconvenience and 
tolls, and to the profit and benefit of 
all citizens of Michigan.” 

Fuss said his group believes there 
is an urgent need to improve present 
highways northward to meeting 
existing traffic conditions not only for 
the traffic and convenience standpoint 


Turnpike 


October 20, 1954 * NATIONAL PETROLEUM NEWS 


of the motorist and businessman but 
for the tourist revenue-producing 
standpoint. Better highways to the 
north, he said, would enable the 
largely nonindustrial counties north of 
the Saginaw Valley to capitalize “on 
their great natural resources.” 

The “Debate”—tThe letter to the 
MTA contained the “invitation” to 
appear and debate the issue “as the 
most efficient way of bringing out the 
facts and at the same time awaken the 
interest of the public.” The “great 
debate” was scheduled to take place 
last Friday. But Slaughter and other 
members of the TA turned down the 
bid. Said Slaughter: 

“The planned debate is an attempt 
to try to drag a red herring across the 
path of the Turnpike Authority.” 

The debate was turned into a 
general discussion. More than 200 
persons attended the meeting, which 
was held in a Saginaw public audi- 
torium (3,000 capacity) especially 
rented for that purpose by Haley. 

Monopolistic—Fuss, in addressing 
those attending the Saginaw meeting, 
dwelled on the monopoly aspects of 
turnpike operations, maintaining the 
thousands of small businessmen in the 
area will be hurt. 

He cited the tremendous gasoline 
sales done by major oil companies 
successful in buying concession space 
on toll roads in other states. He also 
pointed to the high prices charged for 
gasoline on toll roads. 

In Connecticut, he said, the retail 
price of gasoline on toll roads ran as 
much as 10 cents higher than the same 
brand on free roads and averaged 842 
cents a gallon more for the entire road. 

He also attacked the broad powers 
that have been given to the MTA, 
maintaining that it has “absolute 
power and is accountable to no per- 
son, public or elected.” 

“After the bonds are sold,” Fuss 
contended, “the Authority will be 
subject to the orders of the trustee, or 
syndicate selling the bonds. The Legis- 
lature cannot then interfere.” 

Cites Danger to Business—The 
Small Business Men’s Committee, of 
which Richard H. Fletcher, Jr. is 
secretary, has waged its fight against 
toll roads in full-page ads. One of 
them, appearing recently in The Bay 
City Times, highlighted its contention 
that toll roads mean the ruination of 
the small business men when it said: 

“All small business is prevented 
using the toll road area as a means of 
making a living. This means motels, 
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THE INDUSTRY 


stores, fruit stands, service stations, 
restaurants, farmers, drug and ice 
cream stores, speciality stores — all 
small business will be eliminated.” 

The Committee maintained that the 
toll roads will only create “another 
government bureau to pay and get 
larger.” It cited figures from toll 
roads in Pennsylvania and New 
Jersey concerning the safety stand- 
point, maintaining that despite all 
methods of patroling highways, the 
death rate because of accidents con- 
tinues to mount. 

The ad quoted Claude R. McMillan, 
chief highway commissioner in South 
Carolina, concerning that state’s high- 
way program: 

“We are glad that we have no need 
for costly, fenced-off turnpikes such as 
there are in Pennsylvania, New Jersey, 
and New York.” 

Free Roads First—The SBMC sums 
up its attitude this way: 

“Let’s get our existing state high- 
way department in shape to handle a 
new program of roads, free roads— 
for rich and poor alike—paid for only 
once by the tax dollar. Use present 
rights-of-way to make four-lane di- 
vided highways and save millions of 
dollars. Let present small business on 
every highway continue to thrive and 
expand. Let’s maintain thousands of 
small businesses—not a few monop- 
olies.” 





Turnpike Program 


The Michigan Legislature, in pass- 
ing the Turnpike Act last year, enabled 
Gov. G. Mennen Williams to appoint 
five men to the MTA. In addition to 
Mr. Slaughter, other members are 
Rollin M. McConnell, secretary and 
treasurer, Detroit; Justin R. Whiting, 
of the Consumers Power Company, of 
Jackson; Francis F. Van Antwerp, of 
Sheboygan; and Charles M. Ziegler, 
state highway commissioner, of Lan- 
sing. 

So far, the MTA has spent nearly all 
of the $500,000 allocated to it for 
preliminary surveys from the State 
Highway Fund. One such survey re- 
port, issued late in September, virtu- 
ally assured construction of the north- 
south toll road. 

23 Million Users—That survey, 
made by Cloverdale and Colpitts, New 
York traffic engineers, estimated that 
the turnpike would: 

—Have 23 million users a year. 

—Receive $10.25—$12 million a 
year in tolls. 

—Mean an additional $500,000 in 
revenue from concession leases. 

—Be open for traffic in 1958. 

The traffic engineers’ report was 
based on interviews of 396,525 people 
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at five key points on the proposed 
route. The average daily traffic would 
be 63,000 trucks and cars, the report 
showed. It also emphasized that car 
drivers would forsake free roads for 
the convenience and time saving of the 
toll road. 

Financial Structure—Cost of con- 
struction has been estimated at $154,- 
294,000 and a _ bond issue for 
$186,000,000 is to be floated soon— 
probably by next April. 

The bond issue, according to the 
Turnpike Authority, would pay for all 
construction costs and carrying and 
interest charges for the first three years 
while the turnpike is under construc- 
tion. The bonds would be for 40 
years and could be paid off in 24 
years, on the basis of present revenue 
estimates. 

The 115-mile road will have 11 
entrance points. Details of the exact 
route have not been released as yet, be- 
cause the Authority wants to halt “lots 
of land speculation.” It is generally 
understood, however, that the route 
will take the turnpike west of Detroit 
and east of Pontiac and Flint. 

In addition to the Cloverdale and 
Colpitts report, J. E. Greiner & Co., 
engineers, are preparing an engineer- 
ing report on the route in advance of 
final financing for the highway. Cost 
of this survey has been put at 
$160,000. 

May Be Extended—Although the 
north-south turnpike would link Sagin- 
aw and Rockwood, it is planned at 
some future date to extend it to the 
Ohio state line about 30 miles to the 
south and north to Kawkawlin, just 
north of Bay City. But southern ex- 


Fighting Irishman 


Michigan probably will hear 
more from Daniel Patrick Haley 


and his Michigan Highway 
Owners and Users Assn. The 63- 
year-old president of the Quali- 
ty Seal Oil Co. of Saginaw, is 
known as the “friend of the 
little fellow.”” Small in stature, 
Haley assumes Bunyanesque pro- 
portions when he jumps with 
both feet into an argument on 
business principles. 

Of Irish ancestry, he can make 
trouble in loud, generous and resound- 
ing proportions when he thinks the 
occasion merits. 

Of his new _ association, the 
MHOUA, Haley says that more than 
100 Saginaw Valley oil jobbers and 
dealers, real estate men, resort owners 
and a few engineers and farmers are 
members. The Independent oil com- 


tension of the turnpike is not con- 
sidered feasible now because it would 
be parallel to the Monroe-Toledo free 
expressway; the northern extension 
“may pay off in future years,” it was 
stated. 

About the same time that MHOUA 
began to present its case against the 
toll roads, MTA asked for additional 
funds with which to carry out surveys. 
It was going to ask the 1955 legislature 
for an additional $500,000 from state 
highway funds but State Highway 
Commissioner Ziegler contended that 
his agency “needed every penny” to 
match federal funds for free roads. 
He suggested that the MTA seek the 
additional money from the State 
General Fund. 

As a result, the State Administra- 
tive Board last week approved $160,- 
000 for the engineering survey but not 
without expressing its feeling against 
MTA. 

Clash—Chairman Slaughter clashed 
with State Treasurer D. Hale Brake, 
a Republican, over who’s boss over the 
turnpike system. Slaughter told the 
state treasurer: 

“I don’t want to seem impertinent 
but the law lays out our course. We 
have authority to proceed on our own, 
according to an _ attorney-general’s 
opinion.” 

Said Brake: “That may be so but it 
is just good policy to have just as much 
daylight in government as possible.” 

Despite the controversy that is 
being stirred up by these organizations, 
MTA recently announced plans for a 
new toll road—this one costing $210 
million and linking Detroit with 
Chicago. 


Heads Oil Group 


panies associated with him, he main- 
tains, operate 32 stations in the valley 
area. 

Among the oil companies are the 
Cooperative Oil & Terminal Co., Qual- 
ity Seal Oil Co., Monarch Service 
Stations, Inc., and Shamrock Oil & 
Refining Co., all enterprises in which 
Haley is either president or principal 
stockholder. 

Speaking as chairman of _ the 
MHOUA, Haley says, “I just happen 
to be of Irish descent and of definite 
opinions—usually presented in an ag- 
gressive manner. How did I get to be 
chairman of the association? Well, 
every association wants that kind of 
fellow to do the work. 

“This being what my industry calls 
Oil Progress Week, I’m calling this 
turnpike fight my contribution to its 
observance.” 
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ASSOCIATIONS 


Curtis Knight 


Lawrence 


Garnett 


COMMERCIAL ACCOUNT problems were discussed at meeting of Virginia Petro- 
leum Jobbers Assn. In back row are W. H. Curtis, Sinclair, Newport News; C. E. 
Knight, Richfield, Newport News; and J. D. Lawrence, Jr., Cities Service, Richmond. 
At right front is W. B. Garnett, Cities Service, Suffolk. 


Virginia Jobbers in Discount Fight 


Virginia will go all the way 
with Otis H. Ellis in whatever 
steps the National Oil Jobbers 
Council’s legal chief decides are 
necessary to combat supplier 
eompetition for commercial ac- 
counts. 

The Virginia Petroleum Job- 
bers Assn., in its annual fall 
meeting last week at Old Point 
Comfort, Va., adopted a motion 
instructing its delegate to the 
November NOJC meeting at Chi- 
cago to support Ellis in what- 
ever action he wants to take— 
even to urging the Federal Trade 
Commission to investigate. 

VPJA President R. S. Hornsby, 
Yorktown (Amoco), who will cast 
Virginia’s vote, demanded the “in- 
struction” by his organization. The 
motion passed on voice vote with little 
prior discussion. 

But, when two _ dissents were 
heard, Hornsby called for a more 
thorough debate. It developed then 
that a lot of the members had reserva- 
tions about inviting a federal inter- 
vention in jobber affairs, but these 
were outweighed by their fears of in- 
tensifying supplier competition for 
their better accounts. 

The two dissenters were not swayed. 
One of them, J. D. Lawrence, Jr., 
Richmond (Cities Service), said he 
feared that an FTC investigation would 
represent a backward step “toward the 
old NRA-Blue Eagle days.” Charles 
E. Knight, Newport News (Richfield), 


backed Lawrence and warned: “We 
do not want additional government 
interference. As this oil industry 
stands, I am confident the problem 
can be worked out over a conference 
table by the industry itself.” 

No Response—Association Secre- 
tary E. D. Catterton recommended 
that the Virginia group stand behind 
Ellis, but observed that his calls for 
documentation on “unfair” supplier 
competition had brought no responses 
and “perhaps this is something that 
doesn't affect us here in Virginia.” 

That brought Charles E. Russell, 
Portsmouth (Pure Oil), to his feet. “I 
can assure you,” Russell told his fellow 
jobbers, “that we do have it with us.” 

Catterton had counseled jobbers to 
keep in mind that they must have 
“clean hands” before calling for 
federal help. “One thing we want to 
keep in mind is that some jobbers have 
accounts where they are ‘giving off,’ 
too,” Catterton said. 

Russell, whose company has quit 
bidding on Portsmouth Municipal 
business rather than give away margin, 
said: “Jobbers have got to do a little 
soul-searching, but I believe the time 
has come for action.” 

He recited the history of the Nor- 
folk County school board account, 
taken by a major supplier at 2.82¢ 
per gal. under tank wagon prices for 
small-lot deliveries—5S00 to 1,000 gal. 
—at each of eight to 10 underground 
storage locations. 

“How are we going to stay in busi- 
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ness in the face of competition like 
this?” Russell demanded. 

Margin Question—As at any such 
meeting, the question of margin 
figured big in discussions. Hornsby 
told the Virginia group it should give 
serious thought to proposals for hiking 
the contributions to NOJC, whose 
“importance just can’t be  over- 
emphasized.” He credited NOJC and 
Ellis in particular with “keeping be- 
fore major suppliers the real import- 
ance of higher margins.” 

Shell, historically the leader in 
Virginia, has within the past few weeks 
raised its gasoline margins to 3¢ and 
3.5¢ on regular and premium grades, 
respectively. 

Virginia jobbers are watching with 
interest maneuvers which Phillips may 
be getting ready to crack into the 
market for the first time. Several 
Phillips representatives were at Old 
Point Comfort. They were silent on 
company plans. But the suppliers are 
keeping watch on their accounts, they 
said, for these reasons: Phillips has 
surveyed the Virginia market; It has 
taken an option on a 104-acre water- 
front terminal site at Norfolk; It is re- 
ported to be holding exploratory talks 
with Virginia Jobbers, and It appar- 
ently is doing well with its new venture 
into the neighboring Carolina markets. 


Governor's Stand on Tax 


Counters Oil Resolution 


The Virginia Oil Men’s Assn. went 
on record at its fall meeting last week 
in favor of a constitutional amend- 
ment linking the 2¢-a-gal. federal 
gasoline tax with U.S. highway con- 
struction. 

The association — composed of re- 
presentatives of all segments of the 
industry—did not know it at the time, 
but that position put it at odds with 
Virginia’s Gov. Thomas B. Stanley. 

While the oil men at Old Point 
Comfort, Va., were adopting without 
discussion their resolution favoring 
“linkage,” Stanley was in a highway 
conference across the state at Lexing- 
ton, Va., demanding that the federal 
government surrender the field of 
gasoline taxation to the states and 
give up all responsibility in highway 
matters. 

The association’s brief business 
meeting was also highlighted by 
presentation of two certificates, for 25 
years of service to the industry, to H. 
P. Jamison, Shell jobber at Covington, 
Va., and E. A. Khyn, Richmond, 
Executive Secretary of the Virginia 
Petroleum Industries Committee. 
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ASSOCIATIONS 


ESPA gasoline policy committee members discuss a point at recent meeting. Shown 
here are (left to right) W. H. Lunn, Oneonta Oil & Fuel Co., Oneonta; J. F. Stacy, 
Stacy Oil Co., Fulton; W. J. Healy, co-chairman, Congress Gas & Oil Co., Saratoga 
Springs; H. J. Cool, George Hall Corp., Ogdensburg; R. W. Totman, co-chairman, 
Reeoil Co., Malone; and W. H. Van Voast, Tryon Oil Co., Johnstown 


Jobbers Alerted to Two Dangers 


The independent oil marketer 
faces two grave threats to his 
welfare today, from coal and 
within his own industry, the 
Empire State Petroleum Assn. 
was warned last week in conven- 
tion at Lake Placid, N.Y. 

That marketer, it was suggested: 

—Had better fight coal’s plan to 
curb fuel oil imports. It would, for 
one thing, mean oversupply of gaso- 
line and other light products. 

—May, as supply stands now, have 
to take “drastic” steps to end the 
sale of gasoline to commercial con- 
sumer accounts at discounts larger 
than jobber margins. 

The first suggestion came from Wal- 
ter J. Levy, oil 
2conomic consult- 
ant. New York. 
The second came 
from the associ- 
ation’s Own gaso- 
line policy com- 
mittee. 

In the same 
meeting, the job- 
ber - distributors 
were told: 

1. How a ma- 
jor supplier and a for-hire carrier 
build trucking efficiency. 

2. There’s a “new look” in credit 
handling. 

Rap at Coal—Levy picked to pieces, 
as economically unrealistic, coal’s pro- 


Walter J. Levy 
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posals for direct government aid and 
reduction of availability of competing 
fuels. The “major goal” of the coal 
plan would be reduction of fuel oil 
imports to “a very low level.” 

“If domestic refiners,” he said, 
should then try to make up even a 
small part of the ensuing gap, they 
would have to process additional quan- 
tities of domestic crudes, resulting in 
an oversupply of light products. 

“At the very same time, increasing 
quantities of these products would be 
imported under the coal industry’s 
proposals. 

“Further, the price of residual fuel 
oil would have to be raised, and it 
might well become too expensive in 
many of its present uses. We would 
thus be burdened with an expensive 
substitution of coal for oil and an 
uneconomic utilization of the oil in- 
dustry’s resources and of the country’s 
productive facilities.” 

In addition, said Levy, national 
security would be dealt a damaging 
blow. “To take deliberate measures 
in peacetime which would, for all 
intents and purposes, exclude foreign 
oil from our markets,” he warned, 
“might well result in making supplies 
from such sources unavailable when 
we would need them most.” 

Moreover, he added, it would “still 
not solve the problem of how to assure 
a large wartime expansion of available 
coal supplies since such an expansion 


would have to be above the previously 
existing level of output.” 

Declaring that coal’s ills are due 
to its inability to take advantage of 
recent technological progress, Levy 
called for “a positive approach” to 
this problem. 

“This would require that the (coal) 
industry adopt modern methods of 
mining, find efficient means of uti- 
lizing its output, and discover new 
ways of enhancing the value of its 
production.” 

Discount Problem—tThe associa- 
tion’s gasoline policy committee noted 
that discounts to commercial con- 
sumers of gasoline are “costing the 
major oil companies as much as 3.9¢ 
below tank wagon.” 

“To correct this shocking situation, 
drastic steps may be needed to pre- 
serve our democracy and small busi- 
ness . . . thousands of taxpayers... . 
whose businesses are being jeopardized 
at the hands of powerful interests.” 

The committee suggested that the 
situation might be alleviated if pro- 
ducing, refining and marketing were 
“segregated.” Then, it added, “the 
next step would be to solicit the help 
of the Federal Trade Commission and 
the Robinson-Patman Act.” 

It would appear, the committee de- 
clared, “that there is definitely grounds 
for a case of discrimination.” The 
convention approved the committee 
report. 


Transportation 


J. B. Plumb, marketing co-ordi- 
nator, Sun Oil Co., and Samuel F. 
Niness, Leaman Transportation Co., 
Downingtown, Pa., underscored the 
importance of dispatching in their 
companies’ trucking activities. 

Plumb said Sun has developed a 
system of tight control and communi- 
cations around the dispatcher. It is 
aimed, he said, at moving product 
“in the fastest time, for the greatest 
volume.” 

It includes, he said: 

—The 40-hour work week in place 
of freedom for the driver to schedule 
his movements. 

—Specially designed trucks, and 
tailoring of service station storage to 
them—providing storage at the sta- 
tion for “one and one-half times the 
capacity of the top truck or transport 
that we can use” in the particular 
area. 

—Avoiding overtime by every pos- 
sible device. Key measure in this is 
a program of “red-ticketing” by the 
driver of every cause of interference 
with scheduled deliveries; tickets go 
to dispatcher, credit department, plant 
superintendent, sales manager, termi- 
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nal supervisor, chief mechanic, in- 
stalling mechanic and maintenance 
mechanic. 

—DMaking the dispatcher a combina- 
tion “weather man” expert on human 
nature, and watcher of current events 
—‘gangster funerals, circuses, factory 
shift changes,” everything that gen- 
erates traffic congestion. 

—Sacrificing miles to time “be- 
cause time costs more than miles.” 

—Being “perfectly willing to pay 
premiums for night driving; the driver 
loves the extra money.” 

—Literally using the stop-watch on 
loading, running and unloading time, 
then using a basic cost accounting 
system for comparing results in a 
given area with past experience in 
the same area. 


cent federal tax law 
Now, he said: 

—Partners may split business in- 
come on a non-uniform basis if there 
are only two of them and they make 
a written partnership agreement. 

—A partnership may elect to be 
taxed as a corporation. 

—Bigger tax refunds are possible 
in that operating losses may be carried 
back two years instead of just one. 

—Closely held corporations aren't 
penalized as before for failure to de- 
clare dividends; that is, the first $60,- 
000 of surplus now is exempt from 


amendments. 


The association’s education com- 
mittee was authorized to look into pos- 
sibilities for association sponsorship of 
a management training institute. This 
would be established on the campus of 
some college or university in New 
York State. Chairman of the commit- 
tee is Bruce C. Wemett of the Wemett 
Corp., Hemlock. 

Left to the finance committee was a 
question of a cash contribution by the 
association to the fuel oil promotional 
program being undertaken by the new 
National Oil Heat Council. 

Also, a plan for doubling the asso- 


surtax. 


—Greater reserves can be set up 
on the basis of proper estimated costs. 


ciation’s membership was discussed. 
This calls for every member to enlist 
a new member. 





—Ruling out Sunday deliveries, as 
bad public relations on the roads, 
except in emergencies. 

A Big Factor—Niness reported that 
“early in our (Leaman Transportation) 
experience we learned that dispatching | 
was a most important factor in our 
operations.” 

“We could have the finest equip- 


Unrestricted 
Flow 


ment money could buy, excellent me- PHILADELPHIA 


chanics to keep the equipment rolling, 
our sales organization, traffic, account- 
ing, and office management the best 
available, but if our dispatching per- 
sonnel were not of the same high 
standard, our entire business suffered 
seriously. 

“The dispatcher is the keystone, on 
him to a large extent depends the 
success of the business, for he is | 
the man who converts a written order | 
into a delivered product.” 

Credit and Business—R. W. Weiler, 
assistant treasurer, The Texas Co., | 
reported that today’s credit man is 
paying more and more attention to 
conditions attending credit decisions— 
at the same time that the credit man 
continues to be guided by “the famil- 
iar three C’s of credit,” the buyer’s 
character, capital and capacity to pay. 

Weiler explained the progressive 
credit man weighs his own company’s | 
circumstances and those of compet- | 
itors, but above all informs himself | 
on those of the customer: 

“The development and need for 
some knowledge of your customer is | 
becoming more and more important 

. and, as a matter of fact, this is 
our New Look today. Here is an 
important part of a new development 
in credit management.” 

New Tax Advantages—David Zack, 
chairman of the committee on federal | 
taxation of the New York State Society | 
of Certified Public Accountants, 





HOSE REEL 


proves 
leakproof 
after 
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revolutions 
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pointed out several new advantages |Tand-wound reel for rear 


to the small businessman in the re- | 


box installation 
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Electric driven reel for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
ressed gases and chemicals. Will never wear out. Ex- 
Paustively tested. 

No leaking, no sweating after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 

Features Include light weight (85 lb.) ; holds 100 ft. of 14” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 

This hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE «+ PHILADELPHIA 34, PA. 
Pacific Coast Distributors: 


Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Collf. 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Collif. 
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ASSOCIATIONS 





Texas Jobbers Warned on Margins 


Legal pitfalls in “guaranteed” 
margin contracts were pointed 
out to oil marketers at the fifth 
annual meeting of the Petrole- 
um Marketers Assn. of Texas in 
San Antonio, Tex., last week. 

Warning was sounded, too, 
on what speakers described as 
the danger of further govern- 
mental controls and taxes on the 
industry. 

Earl A. Brown, vice president and 
general counsel of Magnolia Petro- 
leum Co., Dallas, said truly independ- 
ent oil jobbers cannot be granted 
guaranteed margins of profits without 
Sherman Antitrust Act violation by 
both the jobber and his supplier. 

The Supreme Court, Brown said, in 
construing the Sherman Act, “simply 
states that where two businesses, each 
independent of the other, enter into 
an agreement which has the effect of 
fixing or pegging prices of a commod- 
ity, they have conspired to violate the 
antitrust law.” 

This is the case, he added, “no mat- 


ter how beneficial their action may be, 
either to themselves, or their industry, 
or even to the public.” 

Brown said commission agents are 
not independent of their suppliers, so 
they can be assured a definite margin 
of profit in their contracts. 

He cited a recent NATIONAL PE- 
TROLEUM NEws article on the differ- 
ences in jobber and commission agent 
relationships. 

Both Brown and Frank A. Watts, 
general sales manager for Humble Oil 
& Refining Co., Houston, pointed out 
the dangers of further controls and 
taxes, such as the Federal Power Com- 
mission’s natural gas order and the 
threat of additional state gasoline 
levies. 

Watts and Brown said they expect 
some modification of the gas order 
during the next session of Congress. 
But they urged marketers and all oil 
men to do all they can to make sure 
this relief is forthcoming. 

Hike in Sight—As for the prospect 
of additional state gasoline taxes, a 

















Superior quality forged body _—-» 


—precision machined 


Uniform wall thickness 


Extra heavy reinforcing rim 
for longer service life 





Extra 
Hi-Strength Steel 
forged pins 
handles —greater 
—dgreater safety and 
economy longer 


Uniform heavy 
wall thickness 
—no weak spots 
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Superior quality forged body ar 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 


The Best In 


AV ER-Tl T E Quick Couplings 
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—precision machined 
—accurate tolerances 









committee of the association said 
flatly chances are about ten to one that 
the state tax will be hiked at least 1¢, 
to 5¢ gal., to help meet a big state road 
building fund. 

The committee said the state seeks 
either about $110 million over next 
20 years or $220 million over next 10. 
Therefore, the committee said, indus- 
try may be lucky to get off with just a 
1¢ increase. 

The association moved to have its 
board of directors draft a resolution 
recommending that: 

—Present distribution of retail gas- 
oline tax receipts be corrected so all 
4¢ will go to road building. Now, only 
about 2¢ actually goes to roads and 
the rest is diverted. 

—All other possible tax sources— 
such as LP-gas, Diesel fuel, TBA—be 
explored. 

—If additional tax is placed on 
gasoline, the increase be restricted to 
roads, and exempted from refunds 
such as the present 4¢ tax refund to 
farmers. 

Agents Air Woes—As for their own 
problems, the agents had plenty of 
them. 

One—bulk plant losses due to tem- 
perature changes—they hope to at- 
tack by asking an industry committee, 
now studying losses at the retail level, 
to include bulk plant losses in its 
survey. 


They also repeated their demand 
that suppliers refund 0.5% on the 
gasoline taxes they collect. 


The state legislature passed a bill 
last year providing that 1.5% refunds 
be split three ways between suppliers, 
wholesale marketers and retailers. But 
the agents say they are being denied 
this refund “by a legal technicality.” 

“We are asking our suppliers again 
to allow this refund . . . and avoid the 
necessity of legislation to amend the 
bill in accordance with the way it was 
originally intended,” out-going presi- 
dent John F. Adams said. 

Succeeding Adams as president is 
H. L. Allen, commission agent from 
Houston. 


Mississippi Group in NOJC 


Mississippi Oil Jobbers Assn. joined 
National Oil Jobbers Council last 
week at its second annual convention 
in Biloxi. The jobbers passed resolu- 
tions to join the NOJC fight against 
the loss of commercial accounts to 
suppliers and to fight price wars by 
making a “temporary allowance” ‘of 
60 days’ standing the company’s tank 
wagon price. Milton G. Acker of 
Clinton was named president. 
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GOING PLACES 









































© SOGLOW 








You need not “carry” an oil distributing business that should be 
carrying you. Just switch to Richfield — and new Richfield Ethyl 101 
Plus—the hydrogen-powered gasoline. Motorists from Maine to 
Florida are reading about hydrogen-powered Richfield Ethyl 101 Plus— 
in a refreshingly different, cleverly convincing series of cartoon 
advertisements. And Richfield Distributors from Maine to Florida 

have never been so happy in their relations with a supplier who works 


as their partner—not their competitor. Write, wire or phone .. . 


W 


L\ RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 


Serving the Eastern Seaboard from Maine through Florida 
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HERE’S ACCURATE OIL BLENDING 


ONLY 


BONSER 


AUTOMATIC 
BLENDER 


accurately pro- 
portions two or 
more* liquids in per- 
centages as low as 


Vy9% 


@ Lube oil compounders agree, “For blending, compound- 
ing or mixing, Bowser Blender converts old-fashioned batch 
methods into a fast, continuous operation.” Now liquids can 
be blended as needed and go directly to tank cars or trucks 
+ + « or to storage tanks. 


Additives or inhibitors can be blended in increments of 1/20% 
and from 1/20% to 14.95% of total blend. 


* Systems may consist of 6 or even more units. 


MAY WE SEND YOU COMPLETE DATA ON AUTOMATIC OIL BLENDERS? 


BOWSER, INC., 
1301 CREIGHTON AVE., FORT WAYNE 2, IND. 








ASSOCIATIONS 


Indiana Jobbers Ask 
Lid on Toll Roads 


Indiana oil jobbers went on record 
last week against expansion of toll 
roads in Indiana aside from that al- 
ready authorized. 

At the same meeting (the fall con- 
vention of the Indiana Independent 
Petroleum Assn. in Indianapolis) Otis 
Ellis, attorney for the National Oil 
Jobbers Council, took the jobbers to 
task for their failure to co-operate 
with the council. 

The toll roads resolution came after 
news that the high bid for service sta- 
tion facilities on the new east-west 
Indiana turnpike was turned in by 
Sinclair Refining at 7.9¢ per gal. of 
gasoline sold. 

Other bids were not disclosed, but 
Albert J. Wedeking, turnpike com- 
mission director, told NPN most were 
in the 7¢-per-gal. range. All bids may 
be revealed when station contracts are 
let—probably sometime this week. 

The Indiana east-west turnpike will 
be 156 miles long and will cost $280 
million, with completion due in 1956. 
It will connect with the Ohio Turn- 
pike at the Ohio line. 

Facilities Setup—tThe pike will have 
10 restaurants and 10 service stations, 
five of each on each side. The com- 
mission will build the stations and 
lease them to the highest bidder on 
a basis of cents per gallon_and per- 
centage of other sales. 

Tolls for the full length of the pike 
will range from $1.95 for a passenger 
car up to $10.95 for a truck. 

Ellis, in his talk, declared NOJC is 
handicapped in its operation because 
jobbers fail to co-operate in providing 
factual data to support their requests 
for assistance. He reviewed NOJC’s 
works, and said if jobbers really want 
to know what NOJC is doing for 
them, they should attend working ses- 
sions of NOJC members in Chicago 
the first week in November. 

Other Action—The association em- 
powered its new president, Russell 
Williams, Jr., Gaseteria, Inc., Indian- 
apolis, to appoint a committee to 
study and recommend to the board 
what action should be taken on the 
Phillips Petroleum natural gas case. 

Williams also is expected to name 
a committee to study the possibility 
of setting up a jobber education pro- 
gram, either on an association basis 
for Indiana jobbers or in conjunction 
with another state jobber group. 

The group elected Williams to suc- 
ceed Francis Schuster, Troy Oil Co., 
Indianapolis, as president, and chose 
R. J. Rogers, Guarantee Oil Co., In- 
dianapolis, as vice president. 
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TAKES MORE THAN A BULLDOG 


TO MAKE A 


Why does this kid sport a Mack Bulldog on his 
toy truck? For the same reason that many 
drivers of other makes fasten the Mack Bulldog 
on their trucks. 

A man can dream, can’t he? It’s natural to want 
the best; but neither the man nor the boy is 
kidding himself. 

They both know that it takes more than a 
Bulldog to make a Mack. 


Economy-minded truck owners know it too! 


Mack. 











features 


engineered 
“years-ahead ” 


a complete line 
of Valves and Fittings 
for the Oil Industry 











IMPORTS 


State Department Hits 


Curb on Residual Imports 


Restriction of residual fuel oil im- 
ports, as proposed by the coal industry, 
would endanger national security and 
would not increase the use of coal to 
any great degree, the State Depart- 
ment contends in a report filed with 
the Interdepartmental Committee on 
the Bituminous Coal Industry. 

The report opposing such restric- 
tions contained these main points: 

1. Coal’s market loss to imported 
residual fuel oil is perhaps 9 million 
tons a year—not 32 million tons as 
claimed by coal. Coal’s statement that 
the amount of residual fuel oil made 
from imported crude was equivalent 
to a 16-million-ton coal loss was “not 
pertinent to the issues before the 
committee.” 

2. The contention that imported 
fuel oil is dumped in the United States 
at prices just low enough to take away 
coal’s market was denied. State said 
a survey for an 87-month period 
ended March, 1953 showed that 
prices of both fuels had fluctuated 
“within wide limits.” 

There was no tendency for the 
price of either to remain at any level 
long enough to capture markets. 
During this period, coal prices were 
higher in 50 months and residual fuel 
oil was higher in 37 months. 

3. Coal’s argument that there would 
be a shortage of residual fuel oil along 
the Atlantic seaboard in the event of 
national emergency was “not sup- 
ported by the facts.” Increased oil 
production in this country, together 
with the growth and expansion of pipe 
lines and other factors, indicated that 
the supply of residual fuel oil available 
to the East Coast in an emergency 
would be greater than during World 
War II. 

4. Imported residual fuel oil is not 
a waste product of inefficient foreign 
refineries, but is economic because of 
the ready availability of cheap heavy 
Venzuelan crude oil and the existence 
of a large U.S. market for such fuel 
that can be transported cheaply. 

On the national security issue, 
State’s report said an imports cutback 
to 5% of domestic demand would cut 
down Venezuelan crude oil produc- 
tion by 20% and “would create a 
serious financial situation” in 
Venezuela that would “affect senti- 
ment toward the United States” 
throughout Latin America. The 
report indicated any such action “un- 
doubtedly” would add to demands for 
nationalization of oil resources in that 
area. 
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HEEL BEARING SERVICE 


"ARO 


EQUIPMENT 





WASHING ... For all type automotive wheel 
bearings. ARO Washer rm two-way cleaning 
action by expelling and withdrawing solvent 
through bearing parts. Thoroughly cleans bear- 
ing for repacking. 


Drum -Cover-Type Bearing 
Packer... dispenses from orig- 
inal 100-lb. lubricant drums. 
Lubricates ball or roller type 
wheel bearings. Lever-action 
pump ... volume delivery. 


lubricant. 


The Aro Equipment Corporation 
Bryan and Cleveland, Ohio 
Aro Equipment of California 
Los Angeles, Calif. 
Aro Equipment of Canada, Ltd. 
Toronto 1, Ontario 
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Pail-Type Bearing Packer... 
dispenses from original 25 |b. 
or 40 Ib. containers. Metal fol- 
lower plate for fast delivery of 


Do the job fast, easy and with more 
profit—use modern ARO equipment 
for wheel bearing service! This 
saves labor and assures proper lu- 
brication .. . longer bearing life . . . 
and customer satisfaction. 


Use ARO Bearing Washer to clean 
out all old lubricant fast and thor- 
oughly. Use an ARO Bearing Packer 
to force new lubricant around the 
bearing rollers exactly right! This 
combination does a perfect job— 
and does it four times faster than 
hand methods! 


ys Weel 

Low-Cost Bearing Packer... 
Lubricates ball or roller-type 
wheel bearings. Use mounted or 
unmounted, with any gun equipped 
with hydraulic coupler. 


See Your ARO Jobber 


LUBE EQUIPMENT 
Also ... Air Tools... 

Aircraft Products .. . 

Grease Fittings 
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TANK TRUCKS pick up Keystone-brand gasoline from termi- 
nals to keep all of company’s bulk plants well supplied 
i iin ii i it 4? 


‘i it Huta aR AN Dineen ean i hat i ite 


How Small Refiner Bula Retail Empire 


BARGES on West Virginia's rivers are important feature in 
Elk’s transporting of products sab ai at terminals 
/ *t Sa ae 

fait bans i i'n ti 


Bo 


Seven years ago Elk ago. | 


Co. was hardly a contender in the 


race for the West Virginia gasoline market. Today that Independent 
is the third largest marketer in the state, topped only by Esso Stand- 


ard and Gulf. 

How did Elk do it? 

Basically, through a fast-paced 
marketing policy that included: 

e Expansion of its dealer or- 
ganization by launching a state- 
wide merchandising program de- 
signed to attract retailers to the 
Keystone flag. 

e Backing up that program 
with new refinery, terminal and 
transportation facilities. 

e Attracting motorists by con- 
stant advertising through news- 
papers, radio, direct mail and 
outdoor displays. 

Today Elk’s Keystone-brand gaso- 
line is being marketed by more than 
631 retail outlets, many of them in- 
dependently operated, throughout 
West Virginia and in parts of Ohio, 
Maryland and Kentucky. 

Ralph Lowe, Elk vice president, puts 
it this way: “We are moving every- 
thing our refinery can turn out, and 
at times we have to buy on the out- 
side.” 


MAKING THE MOVE 


Before 1947 the bulk of Elk’s 
gasoline and distillate output was sold 
to the tank car market, much of it 
going to buyers in Cincinnati, Ohio. 
In a small way, it had been marketing 
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through stations in West Virginia, first 
under the Elk brand, then as Key- 
stone. 

Then, two years after World War 
II ended, the company launched its 
all-out campaign for a bigger bite of 
the West Virginia retail market. 

Elk made its pitch to the indepen- 
dent retailers, pointing up the fact 
that Elk is a “progressive company 
serving independent operators through 
an aggressive organization of experi- 
enced petroleum merchandisers.” 

To dealers signing up under the 
Keystone banner it offered: 

—Complete merchandising pro- 
gram. 

—aArchitectural services for those 
wanting to put up new stations. 

—Complete service facilities. 

—Full TBA line. 

New Stations—Elk also began a 
service station construction program, 
featuring a two-bay station of modern 
design that was easy to keep clean. 
As a result, many new porcelain- 
enameled stations flying the Keystone 
banner began to be seen along the 
state’s highways. That construction 
program is still going. Twenty new 
stations have been opened this year. 

As Elk planned its merchandising 
program, its sales personnel took 


nothing for granted. They talked 
about the value of Keystone brand as 
if it were a market leader. Every last 
detail of service station merchandising 
was dramatized. 

Sales personnel stressed the com- 
pany’s uniform program, pointing out 
that the dealer’s name on the back of 
the neat uniform worn by his em- 
ployes is the finest and least expensive 
advertisement known. 

Dealers were offered assistance in 
driveway training, in lubrication and 
other services, in TBA selling and in 
every Other phase of service station 
operation, including on-the-job train- 
ing. 

And the sales department made 
much of the fact that Elk is an estab- 
lished oil refiner in the state (the com- 
pany was formed in 1913) and that it 
offers prompt, helpful advice direct 
from headquarters in Charleston. 

Equipping the Dealer—Elk Refin- 
ing knew that unless it offered good 
equipment to its dealers, they would 
not be able to “do the job,” customers 
would be unsatisfied, and there would 
be less incentive for motorists to take 
their cars to the local Keystone outlet. 

Because this was Elk’s first venture 
into an all-out retail merchandising 
program, the company had to start 
almost from scratch with its station 
equipment. This included—at many 
stations — everything from hydraulic 
lifts to wiping cloths and lubrication 
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Naturally you want to solve stability 
problems with as little delay as possi- 
ble—and economically and efficient- 
ly as well. 

In addition to offering all major 
types of gasoline antioxidants, there 
are five strategically located Petro- 
leum Chemicals Division regional 
laboratories available to study your 
needs. Their recommendations of the 
additive that will best satisfy your 
requirements are made on the basis 
of a technical and economic analysis 
of the problem at hand. 


Antioxidant No. 5—50% N-normal 
butyl-para-aminophenol; gives ex- 
cellent results in motor gasolines. 





E. |. DU PONT DE NEMOURS & COMPANY (INC.) 


Wilmington 98, Delaware 


Petroleum Chemicals Division * 


IN CANADA, Dw Pont Company 


Antioxidant No. 22 — N,N’-di- 
secondary-butyl para-phenylenedia- 
mine; excellent for both motor and 
aviation gasolines. Not extractable 
by water or caustic. Helps reduce 
sweetening Costs, too. 


Antioxidant No. 29—2,6-di-tertiary 
butyl-4-methylphenol; is a new Du 
Pont alkyl phenol antioxidant that 
gives good results in aviation gaso- 
line. It offers excellent resistance to 
extraction by water or caustic. 


Du Pont Metal Deactivator — An 
80% solution of N,N’-disalicyalde- 
hyde-1,2-propanediamine. This ad- 
ditive is effective in preventing the 
adverse effects resulting from copper 


contamination in gasoline. Its use 
improves storage stability and re- 


duces the treating cost of many gaso- 


lines by decreasing the antioxidant 
requirements. 

Our sales-service and technical 
representatives will be glad to work 
closely with your staff at any time 
on antioxidant treating problems. 
Their recommendations can often 
substantially reduce treating costs. 
Just address your request to one of 
the regional offices listed below. 


6.u 5 wat off 
Better Things for Better Living 
+ « « through Chemistry 


Petroleum Chemicals 


Regional ul 
» < T 
Offices: ) ULSA, OKLA 


OTHER COUNTRIES: Petroler 
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HOUSTON, TEXAS 
LOS ANGELES, CALIF 


of Canado Limited—Petroieum 


m Chemicals Exe 


705 Bank of Commerce 
612 So. Flowe 


Chemicals Divisior 
ort—Nemours Bx 
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BULK PLANT located at Mullens in southern part of state is 
typical of Elk Refining Co.’s 13 such facilities 


charts. The entire station set-up was 
revised to bring modern marketing 
ideas into play and keep customers 
coming back. 

Into TBA — Elk decided to offer 
nationally advertised TBA items. So, 
its dealers now carry Firestone tires, 
Auto-Lite batteries, sparkplugs and 
lamps, Fram filters, Prestone, Trek, 
Peak and Nor’way antifreeze and 
Tung-Sol and Westinghouse head- 
lights. 

Elk believes in letting its dealers 
advertise the fact that they are in the 
TBA line. So, Firestone tire signs and 
Auto-Lite battery signs appear at all 
stations. 

Elk also believes in giving its tire 
customers service, even if it means 
tire adjustments. By agreement with 
Firestone, Elk has been authorized to 
let its dealers make such adjustments 
“on the spot.” The usual practice in 
the industry, however, is for the dealer 
to refer the adjustment matter to the 
tire distributor, a procedure that can 
take time and be annoying to the 
customer because of its “red tape.” 


KEEPING IN TOUCH 


Graydon M. Nowlan, sales manager 
of the gasoline division, likes to keep 
his finger on the “pulse” of business. 
He gets daily reports from the whole 
sales force that show situations that 
may be developing where salesmen in 
the field need extra help. Someone 
from the home office can always be 
assigned to help out in signing up a 
new dealer or helping another dealer 
with his problems. 

Quotas for branch office territories 
are an important part of Nowlan’s 
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MODERN SERVICE STATION, one of many company has 


built in its expansion period, is located outside of Morgantown 


strategy. A few days before the end 
of each month, bulletins are sent to 
the branch offices advising them of 
quotas assigned for the coming month. 
Quotas are set up in gallons for oil 
products and in dollars for TBA. 

All sales are reported daily, broken 
down by dealers. And any time a 
dealer’s orders fall off, it’s important 
to find out why at once. The dealer 
himself may not be aware of this trend 
until it is called to his attention. 

Nowlan says that a dealer appreci- 
ates a look at the comparative figures 
because it gives him a chance to take 
prompt action to make any correction. 


EXPANDING FACILITIES 


The West Virginia marketer has 
backed up its station building and 
dealer expansion programs by increas- 
ing its refinery, terminal and trans- 
portation facilities to meet the greater 
demand for its product. 

Its refinery at Falling Rock, on the 
Elk River north of Charleston, has a 
capacity of 4,500 b/d. 

To it in 1952, the company added a 
$1 million Platforming unit that en- 
abled the company a year later to enter 
the premium-gasoline race with its 
high-test “platinum-plated” Keystone 
product. The Platforming unit has a 
charging capacity of 1,500 b/d and, 
according to the company, “produces 
a gasoline with an octane rating well 
in the 90s.” 

Refinery facilities will be expanded 
further next month when ground will 
be broken for the company’s new 
Unifining process unit. 

Terminals—As Elk entered the re- 
tail marketing field, it also expanded 


F. G. BANNEROT, JR., Elk’s president, 
heads company expansion. With Elk for 
nearly 20 years, he succeeded H. A. Logan 
as chief officer 


RALPH D. LOWE, vice president, ig in 
charge of Elk Refining’s sales and plays 
a big part in keeping Elk in the market- 
ing race 
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BUTANE-PROPANE 
PEDESTAL DISPENSER 


for the 

RAPID REFUELING OF 

TRUCKS -BUSES- TAXIS 
AND OTHER VEHICLES 





FIRST AND ONLY APPROVED 
by Underwriters’ Laboratories 











BOWSER XACTO 
BULK PLANT AND 
TRUCK METER 

15 OR 50 G.P.M. 


Choice of straight-reading, 
totalizing or ticket-printing 
dials. Operating pressures 
to 250 p.s.i. Corrosion-re- 
sistant construction. 


MAIL COUPON FOR ADDITIONAL DATA 
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DISPENSER PEDESTAL 
15 or 35 g.p.m. 


Provides same ease and convenience in 
dispensing LP-Gas as experienced in dispensing 
gasoline. Matches low-model gasoline pedes- 
tals on island or drive. Equipped with Xacto 
LP-Gas Meter for positive accuracy. Opera- 
ting pressure, 250 p.s.i. Safety tested and com- 
mercially practical. 





Gentlemen: DATE 


Please rush [] LP-Gas Pedestal Dispensers 
data on: [] LP-Gas Xacto Meters 





COMPANY_____ 


ADDRESS 








CITY 











The J&L line includes all types of 
Closures and Finishes. Bright, colorful 
decorations may be reproduced to 
your specifications. Heavy-duty ICC 
Drums. Light-gauge Drums. 55, 30 
and 15 gal. capacity and 100-Ib. 
Grease Drums. Lightweight Drums for 
Chemical and Powdered Materials. 
1-10 gal. capacity Steel Pails for 
Foods, Chemicals, Oils. 





FOR 
DEPENDABILITY 


... for consistent product protection 
YOU CAN DEPEND UPON J&L 
STEEL CONTAINERS 


Through years of dependable service, J&L Steel 
Drums and Pails have proved that they meet the 
most rigid tests for product protection. You can be 
certain that the product quality your customers expect 
is thoroughly protected because: 


1 J&L Drums and Pails are made from 
high quality J&L Steel Sheet. 


J&L Drums and Pails are made with 
care and accuracy in every detail. 


You can obtain J&L Steel Drums and Pails through 
plants located in leading industrial centers. You'll 
find J&L service fast and efficient. 


Sones ¢ Laughlin 


STEEL CORPORATION — Pittsburgh 
CONTAINER DIVISION 


405 Lexington Ave., New York 17, New York 
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SALES STRATEGY is mapped by J. J. Sinar, left, sales pro- 
motion manager, and G. M. Nowlan, sales manager 


its terminal facilities. Not far from 
the city limits of Charleston, it built 
one riverside terminal also on the Elk 
River and tied its 70,000-bbl. capacity 
to the refinery by a pipe line. It also 
built riverside terminals at Huntington 
on the Ohio, Parkersburg on the Ohio, 
and at Morgantown on the Mononga- 
hela. Huntington and Parkersburg 
each have two 10,000-bbl. storage 
tanks. Both terminals were completed 
this year. 

To its seven bulk plants—at Alder- 
son, Beckley, Bluefield, Logan, Mont- 
gomery, Mullens, and Whitesville— 
Elk Refining added six more in March, 
1952. These plants—in Charleston, 
Clarksburg, Fairmont, Huntington, 
Parkersburg, and Spencer—were in- 
cluded when Pennzoil Co. and Elk 
Refining merged wholesale and retail- 
ing marketing facilities throughout the 
state, with the exception of the Wheel- 
ing area. 

The merger added some 200 
Pennzoil retail and dealer outlets to 
the Keystone flag. A blending plant 
in North Charleston was also added 
to Elk’s facilities in the merger. 

Barges in Key Role—Water trans- 
portation plays an important role in 
Elk’s moving of product. From the 
refinery on the Elk, barges supply the 
terminals at Huntington, Parkersburg, 
and Morgantown. The water haul in- 
cludes a trip down the Elk to Charles- 
ton, then westward on the Kanawha to 
the Ohio. Down the Ohio reaches the 
Huntington terminal. Up the Ohio 
reaches the terminals at Parkersburg 
and at Morgantown. 

But the Morgantown haul means 
moving product up the Ohio to Pitts- 


burgh, Pa., and down the Mononga- 
hela through Southwest Pennslyvania 
to Morgantown. 

Elk Refining has also had to add to 
its fleet of tank trucks during the years 
in order to keep its bulk plants 
supplied. 


PROMOTION 


Elk Refining has been keeping its 
product before the eyes of the buying 
and motoring public with fast-paced 
promotions. It has developed effec- 
tive advertising that includes bill- 
boards, highway bulletins, “tack-up” 
signs, newspapers, direct mail and 
radio. 

It has several 24-sheet billboards 
that it covers once a month with a 
new display. Billboard advertising is 
planned months ahead and dealers are 
given every Opportunity to “tie in” 
with these displays in their own ad- 
vertising campaigns. Elk Refining 
points out that its billboards are 
“strategically placed” near Keystone 
stations to give the dealer the maxi- 
mum benefit of this outdoor campaign. 
And the outdoor displays usually high- 
light the fact that Keystone products 
can be obtained from “your friendly 
independent Keystone dealer.” 

Elk has also put up a number of 
highway bulletins that attract the 
attention of the West Virginia 
motorist. 

The company uses newspapers in 
the state on a regular schedule and lists 
local Keystone dealers in the vicinity 
in some of these ads. It figures that 
its newspaper ads are seen by 3,500,- 
000 people each time they run. 

Co-operative Plan — Elk has also 
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RESULTS of such strategy pay off as R. B. Hughes, left, TBA 
manager, talks to Joe Bartlett, Charleston dealer 


offered its dealers a co-operative local 
advertising plan on a 50-50 cost basis. 
This plan, the company points out, is 
especially useful for radio announce- 
ments in small communities which 
don’t have good newspaper coverage. 
The company also has its local dealers 
appear On these programs, with the 
dealer’s name and place of business 
getting prominent mention. 

Elk Refining also believes that the 
dealer’s station itself is an excellent 
advertisement, and it encourages the 
use of “tack-up” signs, station identifi- 
cation signs, oil display racks, poster- 
ettes, pennants, banners and window 
displays to attract the motorist. 

The company recently set up a new 
sales merchandising department, 
staffed by two men, to assist dealers in 
advertising promotion and setting up 
display windows. The two men, wear- 
ing the new Keystone uniforms, tour 
the state to lend dealers a hand. The 
company has found out that dealers, 
because of the pressure of business, 
are unable to give much time to these 
matters. 

Direct Mail—In its direct-mail ad- 
vertising, Elk Refining sends out 
thousands of folders, postcards, blot- 
ters and similar items to motorists 
living near its Keystone stations. This 
program is particularly effective when 
a new Keystone outlet is opened be- 
cause new dealers rely on it to let 
people know they are in business. 

To help a new dealer who had been 
with trucking companies in his area, 
for example, the sales promotion 
department drafted a letter that he 
sent to a list of his friends in the 
trucking business. As a result, this 
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Here is a new and better gasoline mer- 
chandising unit for those vital spots in 
your stations where sales are made. New 
in appearance for more attractive gasoline 
“packaging”...new in rugged construc- 
tion for longer life with less service... 
new in greater accessibility for quicker 
maintenance, that’s the Gilbarco 906 
Calco-Meter. It's built to do a merchandis- 
ing job better—longer—and at lower cost— 


* EASY-TO-READ DIAL FACE — nearly 20% 
larger . .. 200% brighter illumination. 


* LONGER HOSE —lInside Easy Reach hose is 
13'8"’ from pump to nozzle tip, pulls out with 
ease, always retracts positively. 


* RUGGED CONSTRUCTION — the most 
rigidly built of all gasoline pumps for posi- 
tively maintained alignment. 


* EASY SERVICING —Cam-locked doors and 
new slip-on side panels for instant access to 
interior and quick hose replacement. New 
combination pumping unit and air separator 


Also available with outside Easy Reach hose in 
the Model 904, with new and improved cable, 
weight and pulley system. 





Gilbert & Barker 
Manufacturing Company 
West Springfield, Mass. 
Toronto, Canada 














EXPANSION 


dealer is selling Keystone gasoline to 
many of them. 

Other hints on how to tap West 
Virginia’s motoring dollar are con- 
tained in the dealer publication Profit 
Pumper, a quarterly. It contains 
pictures of new retail outlets, their 
operators, and describes their selling 
experiences. One issue told how a 
dealer scored a hit at his station open- 
ing by having gifts for all members of 
the family and even dog biscuits for 
the family pet. 





Credit Cards—Believing that good 
business is repeat business, Elk en- 
courages its dealers to go after credit 
card purchases, offering to send such 
cards to any customer the dealer 
wishes. It now has 25,000 credit card 
accounts where a few years ago it had 
virtually none. 

Elk Refining also promotes business- 
building novelties for its dealers, 
supplying them with playing cards, 
registered key chains, coasters, book 
matches, and calendars. It also has 


Displays four 
times as much! 


With LuBar, you merchandise nearly 
four times as much oil as the average 
station displays ... four times the 
profit potential! LuBar holds 96 

uart cans, with access to stock, 
rom both sides, yet requires no 
more space than a gasoline pump. 
It’s the proved way to reap bigger 
packaged oil profits. 


Improves Service — 
Island appearance! 


In = gene ge LuBar teams up per- 
fectly with other modern station 
equipment. Within arm’s reach of 
cars from either direction, it saves 
you countless steps, speeds up sales 
and service. Tamper-proof, with 
locking panels. Standard red baked 
enamel, or choice of any other 
solid color. Available for adver- 
tising globe, overhead lights, or 
modern Stationliter. 


For Full information Write for Bulletin 1199 





Look at LuBar’s built-in 
convenience features 








Front and back SA€Etabs furnished Metal”can-tainer” 
panels may be at- ..for quick weight holds empty cans 
tached on side, 


OKHEIM 


identification. for disposal later. 








General Products Division 


TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 


1650 Wabash Ave. Since 1901 


Fort Wayne 1, Ind. 


Foctory Branch: 1309 Howerd Street, San Francisco 3, Colifornia 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ont, 





issued a multicolored fishing map of 
the state, showing main streams and 
trout streams. Of road-map size, the 
fishing map contains space for the local 
Keystone dealer’s name and address. 

The company encourages its dealers 
to inspect its refining facilities at 
Falling Rock. 


BACKGROUND 


Elk Refining Co., one of the largest 
refiners of Pennsylvania grade crude 
oil, was incorporated in 1913 following 
the discovering of the famous Blue 
Creek oil pool. The company leased 
its first refinery site at Falling Rock 
and started construction of facilities 
by late 1913. 

By 1920, the Falling Rock site, then 
nearly 20 acres, was purchased. 
Additional lands were bought until 
today the refinery covers nearly 51 
acres. During and shortly after World 
War I, the refinery was expanded by 
construction of a filter plant and a 
wax plant. 

Further expansion during 1928- 
1934, enabled Elk to convert cylinder 
stocks into bright stocks for the manu- 
facture of high-quality automotive 
and aircraft engine oils. Additional 
facilities were added to the refinery 
from 1935 to 1942. Newer equipment 
was added 1952 and more will be 
added next month. The company 
employs more than 350 persons. 

In addition to its expansion in the 
gasoline retailing field, Elk Refining, 
which has developed sales outlets for 
its lube oil products in all parts of the 
United States, also has expanded 
abroad, with agencies in London and 
Paris. On March 1, 1954, the firm 
purchased Atlas Lubricant Corp. of 
New Orleans, La., adding to its physi- 
cal property Atlas’ warehouse space; 
bulk storage for all types and grades 
of lube oils, greases, tires and acces- 
sories; modern, high-speed canning 
and drumming equipment, and rail- 
road and truck loading facilities. 

Elk Refining officials say that the 
new Platforming unit at the Falling 
Rock refinery is also useful to national 
defense. With a few minor modifica- 
tions, the Platformer can be used to 
produce large amounts of benzene, 
toluene, and xylene, used in avgas, 
explosives and plastics. 

Benzene and xylene are used in the 
manufacture of plastics and nylon, and 
are used also as a base stock for all 
types of dyes. Toluene is an important 
ingredient in the production of TNT 
and other high explosives. All three 
products possess unusually high lead 
susceptibility, making them ideal as a 
blending agent for aviation gasoline. 
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AMERICAS FIRST 
SILENT SNOW TIRE! 


Even on “Seda dey pavement—n no droning— no moaning—no groaning. 





New Exclusive Armstrong 
Silent Tread Design Does The Trick 


Multiple rows of staggered grip- 
blocks present a continuous 
smooth surface on dry pavement 
which eliminates road noise — 
yet this tread digs into snow and 
mud giving better traction than 
former snow treads. In fact, new 
Armstrong Silent Storm King 
Tires are so silent they can be 
. left on the car all year round! 











Greatest 
Skid Protection 


High traction in deep snow .. . 
safer, surer grip 
on packed snow and ice 

Trust Armstrong’s engineering experts to deliver 
the kind of tire your customers have been asking 
for . . . waiting for! The first truly silent snow 
tire with the highest level of tire safety ever 
developed! 

And, they're backed by a hard-hitting, imagina- 
tive advertising campaign in America’s leading 
magazines. For faster turnover, for fatter profits, 


stock amazing new Armstrong “Silent Storm 
King” tires today! 


24 Month Guarantee 


Your serviceable tire will be replaced by a comparative 
new tire for the full credit not realized. 


ARMST . | ‘STORM KING TIRES 
WEST HAVEN, CONN. ¢ NORWALK, CONN. ¢ NATCHEZ, MISS. ¢ ‘DES MOINES, IOWA ¢ SAN FRANCISCO, CALIF, 
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... THERES NO MAGIC ABOUT IT 


... NEITHER ARE THERE ANY magical 
qualities in the ability to bring about 
successful on-stream completions 


when your process construction is 
handled by Procon. 


To Procon personnel, the meeting of 
guarantees is an undivided responsi- 
bility ... theirs alone . . . beginning 
the moment they are assigned to a 
new job... continuing throughout 
the construction period . . . ending 
only after the project has been com- 
pleted to the customer’s satisfaction. 


It is this acknowledgement of re- 
sponsibility which assures you of 
process construction that will meet 
your particular needs, whatever they 
may be. It is your guarantee that 
every detail, no matter how small 
or complex, will be carried out ac- 
cording to your specifications. 


These are the qualities which result 
in satisfaction . . . your satisfaction 
... another reason for selecting Pro- 
con for your next process construc- 
tion job. 


PROCON Zeryonaa 


PROCESS CONSTRUCTION 

111) MT. PROSPECT ROAD, DES PLAINES, ILLINOIS, U.S.A. 
PROCON (CANADA) LIMITED 

IN CANADA 140 ADVANCE ROAD 

TORONTO 18, ONTARIO 

PROCON (GREAT BRITAIN) LIMITED 


IN EN ND 
_ | 112 STRAND, LONDON, W.C.2 




















FUEL OIL 





8 EAD 


Griffin Fuel Co. probably delivers more oil than any othe 


r in Tacoma, Wash. This may be a factor in... 







Griffin's 10-Year Gamble on Fuel Oil 


Fuel oil men agreed this week that Griffin Fuel’s guarantee to 
undersell natural gas for 10 years is the most sensational counter- 
attack yet thrown up against the rival fuel. But they are cautious in 
commenting on the practicability of the plan. 


The anti-gas maneuver began 
with announcement by Edwin 
L. Griffin, president of Griffin 
Fuel, Tacoma, Wash., of his 
guarantee (NPN Oct. 6, p. 19). 

His company will give a flat 
guarantee that it will deliver 
fuel oil to any home, apartment, 
industrial or commercial plant 
in Griffin’s trading area at a 
lower net cost per Btu than 
either natural gas, manufactured 
gas or electricity for a 10-year 
period. 

The booming Pacific Northwest is 
the only remaining region in the U.S. 
not served by natural gas. But it is 
just a matter of time before gas will 
be piped in. To meet this threat, fuel 
oil jobbers are mounting a heavy pro- 
motional campaign. 

Griffin’s guarantee is viewed as a 
direct move to forestall natural gas’s 
promotional buildup by calling on 
home builders and industrial plants 
to proceed with plans for fuel oil 


38 





E. L. GRIFFIN 


‘. . . So people can go ahead” 


NATIONAL 





instead of counting on natural gas. 

At the same time, Griffin charges 
that gas companies hope to “sneak” 
into the Pacific Northwest by keeping 
quiet on their rates. He implies that 
gas is being misrepresented as a more 
economical fuel. 

Natural gas will have difficulty 
finding an adequate market, says 
Griffin, because the population satura- 
tion of the Pacific Northwest is minor 
when compared to heavy Eastern 
centers. 


GUARANTEE ‘IFS’ 


Griffin’s guarantee carries these 
conditions: 

e The fuel oil is to be used for 
space heating. 

e It is to be burned with a modern 
nozzle or pressure-type burner, “which 
the great bulk of home-owners and 
industrial plants already have.” 

e If natural gas is found in the 
state of Washington in commercial 
quantities, thus offering a low cost 
fuel, the guarantee would be void. 
Such a discovery would be a boon to 
the state, said Griffin. 

(Continued on page 44) 
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for CONVENIENCE... makes awkward filling 


positions easy to reach 


For ECONOMY... prolongs life of gasoline hose 


. vin MULTI-SWIVEL 


PATENT APPLIED FOR 


Any pump nozzle equipped with the 
Buckeye No. 4101 Multi-Swivel can be rotated 
completely in all directions, thus making 
hard-to-reach filler openings easy to service. 


In fact, it is like adding a foot or two to 
the length of the hose. 


Its use eliminates kinks and twists which 
increases the life of the hose many times. 


It is lightweight and easily accessible if repair 
or standard “O” ring replacement should 

be necessary. Made in 34” and 1” sizes. Mail 
coupon for full details. 


No. 4101 


APPROVED BY UNDERWRITERS’ LABORATORIES, INC. 


BUCKEYE IRON & BRASS WORKS, Dept. N 
Box 883, Dayton, Ohio 


Please send details on Buckeye No. 4101 Multi-Swivel. 








NAME _ 


oC 





city 





STATE 
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F SHE ABC SYMBOL, which appears at 
the head of this page, is your brand— 
the reader’s brand—on this magazine. It 

stands for Audit Bureau of Circulations. It 

means that this magazine will stay in business 
only so long as it continues to serve its readers 
to their satisfaction. 

That Bureau—known for short as ABC—is 

a voluntary, nonprofit, cooperative association 

founded in 1914 by a group of publishers, ad- 

vertisers and advertising agencies who wanted 
to establish and maintain higher standards of 
publishing practices than then prevailed. Its pri- 
mary and specific purpose was to set up yard- 
sticks to appraise circulation values and to verify 
the claims of publishers as to their circulations. 

For the buyer of advertising space this provides 

an effective means to take some of the guesswork 

out of buying and to reconcile the conflicting 
claims of competing publishers. BUSINESS 

WEEK magazine has aptly described ABC as 

“the publisher’s conscience—and cop.” 


UT IN DOING that job, ABC performs an- 
B other function of high importance to the 
readers of ABC member publications. It pro- 
vides a constant pressure on the publishers to 
keep alive in their staffs a sense of primary re- 
sponsibility to their readers, That is because the 
most simple and direct method of making a 
publication responsible to its readers is to place 
upon it a purchase price, whether by subscrip- 
tion or newsstand purchase. The right to pur- 
chase or to refrain from purchasing a publica- 
tion gives to the reader and to no one else the 
power to pass effective judgment on the pub- 
lisher’s success in serving the reading public. 
Each paid publication will grow or languish, will 
prosper or fail, in proportion as it wins or loses 
the following of thousands or millions of read- 
ers. The readers, by their patronage, record their 
judgments as to whether the publisher and his 
publication are measuring up to their responsi- 
bility to them. 


And that is where the ABC comes into the 
reader’s picture. The newspaper or magazine 
that carries the ABC symbol on its masthead 
must in the first place be a paid circulation pub- 
lication. Moreover, it must conform to the high 
standards set up by the Bureau as to terms of 
payment and accounting methods. And again 
it must open all of its books to the auditors of 
the Bureau on demand. 


INCE THE INFORMATION thus determined by 
S thorough and impartial audit is periodically 
made public through the ABC statements and 
audit reports, it is constantly available to and 
universally used by advertisers who are consid- 
ering the purchase of space in an ABC publica- 
tion. These reports show the circulation trend, 
as verified and certified by ABC, and thus put 
the advertisers in a position to know whether or 
not the publisher is rendering satisfactory serv- 
ice to his readers. 

Thus the publisher who submits his publica- 
tion to the supervision and discipline of ABC 
affirms in the strongest possible manner that he 
recognizes his primary obligation is to his read- 
ers and that he owes his standing to a voluntary 
demand by those readers. It follows that the 
editors of ABC publications must be exception- 
ally alert to the desires of their readers and 
responsive to their needs, since any decline in 
circulation will soon show up in the ABC state- 
ments and audit reports. 


HAT IS WHY we describe the ABC symbol 
ss Ber the reader’s brand. It shows that a pub- 
lication must be primarily responsive to him and 
that he holds in his own hands its success or 
failure. And that ABC symbol is not only a 
constant reminder to him of that fact, but also 
an equally constant reminder to all concerned 
that the reader’s willingness to pay for the ABC 
publication is the acid test of its value to him 
and to the advertiser. 


McGraw-Hill Publishing Company, Inc. 
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WHY A MONTHLY 
OIL MARKETING 


MAGAZINE 


National Petroleum News, as a weekly, for 
many years has been the magazine of oil 
marketing. As a monthly, it will continue to 
be the marketing man’s own publication. As 
a monthly, NPN will be able to expand its 
news interpretation efforts. This is the kind 
of information readers want and tell us they 
need. 

As a monthly, NPN will give more thor- 
ough coverage to progressive developments 
and ideas that will help oil marketing men in 
their daily business. These developments will 
be analyzed and reported in depth—literally 
given “the full treatment” —rather than being 
covered as flash news items. New presenta- 
tion techniques will make possible efficient, 
speedy reading. 

As a monthly, NPN will provide compre- 
hensive statistical data . . . will contain 
whole new departments . . . will present 
latest shifts in trends and interpret their 
significance. 

This is the kind of editorial coverage that 


National 





NPN 
GOES MONTHLY 


IN NOVEMBER 














gets far beneath the surface of events. It 
takes the time to tell the how and the why as 
well as the what. National Petroleum News 
will bring to the oil marketing industry the 
kind of intensive and comprehensive com- 
munications that industry leaders have 
asked for. 

To do this bigger job, NPN has enlarged 
its staff—in expertness as well as in numbers. 
In addition, it calls upon McGraw-Hill for 
the services of a nationwide and worldwide 
network of correspondents whose very busi- 
ness is business communications. 

an -@ 
That’s why NPN will be published monthly. 
To serve its readers better. To serve the oil 
marketing industry better. And as a result, 
to serve its advertisers better too. 

To explore further how the monthly Na- 
tional Petroleum News can add extra effec- 
tiveness to your own sales campaign, consult 
your NPN representative. 


Forms for the December issue close November 1. 


WOW. 





Petroleum 


A McGRAW-HILL 
PUBLICATION 





News 


330 WEST 42ND STREET, NEW YORK 36, NEW YORK 
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NOW-a great new engine 


for AUTOCAR TRUCKS 
The White Mustang 390A 


Here’s the greatest gasoline en- 
gine ever to power an Autocar 
truck. The White Mustang 
390A, a modern high-com- 
pression engine producing 200 
horsepower and 440 pound- 
feet of torque. It has more 
power per pound, and all the 
other features you look for in 


: ; Mustang, 


a heavy-duty engine for high- 
speed hauling. 

You will want full informa- 
tion on this important addition 
to the Autocar line. Fill in the 
coupon and find out what this 
engine can do to make your 
hauling more profitable—you’ll 
be glad you did. 


The mighty Mustang is also available for your replacement engine needs 


See your White-Autocar representative about the special 


installation kit available for your present Autocar in 145 


and 200 hp engines. 


AUTOCAR TRUCKS 


Autocar Division of The White Motor Company 
Exton, Pa. 


Autocars are sold and serviced throughout the world 
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Autocar Division of The White Moter Company 
Exton, Pa. 


I want to know more about Autocars 
with the White Mustang 390A Engine. 


Name__ 

Firm Name__ 
Address__ 
Type of operation__ ve 
No. of trucks in fleet 


eeeeeeeeeeeeeeeeeeeeeeeeeeeee 
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FUEL OIL 


e If nuclear energy in any form 
is passed on at a low rate to public 
utilities, either by a subsidy or other- 
wise, the guarantee is off. 

e If war, or controls for war, af- 
fecting prices or flow of any fuels 
occurs, the guarantee would not be 
carried out. 

All bonafide contracts will be de- 
posited in escrow with the trust de- 
partment of the Puget Sound National 
Bank. Further, Griffin says, each con- 
tract will be insured with Lloyds of 


London, “showing the good faith of 
our company, which has been in busi- 
ness almost 70 years.” 

Two prime factors govern Griffin’s 
contention that fuel oil will remain 
a cheaper fuel than natural gas: 

—His belief that gas can never be 
cheap in the Pacific Northwest be- 
cause of circumstances, including a 
relatively light population. 

—His belief that a surplus of fuel 
oil is assured by the addition of two 
large refineries now going up. 
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‘GRANCO LINE METERS 
STAY IN POSITIVE ADJUSTMENT 


For faster flow 
highest accuracy 
longer life 
lowest maintenance 
and trouble-free operation 


Griffin notes that the Pacific North- 
west always has had “an ample supply” 
of fuel oil. 

This supply has been doubled by 
the three new pipe lines from Can- 
ada, Wyoming-Montana and Utah, 
Griffin says. 


REACTION 


In New York, the Oil Heat Insti- 
tute expresses delight at Griffin’s “bold 
step” and offers assurance that it 
will publicize his program as exten- 
sively as possible. OHI, however, is 
not officially endorsing the move as 
something to be undertaken by others. 

OHI explains that it is not in a 
position to encourage other fuel oil 
distributors to follow Griffin’s course 
because the move is highly speculative. 

In the Midwest, a large major de- 
clares there must be a contract ar- 
rangement between jobber and sup- 
plier to enable such a deal. Gas prices 
remain fairly well established, while 
petroleum fuels fluctuate seasonally, 
says a company representative. In the 
Midwest, long-term residual fuel con- 
tracts have been made up to five years, 
but distillate contracts seldom guaran- 
tee a price for longer than a year. 

Hollis Albert, a Baltimore fuel oil 
dealer who was a ring-leader in the 
Baltimore fight against natural gas, 
declares: “Griffin’s idea sounds swell. 
But it should be given careful con- 
sideration before being adopted else- 
where.” 

Albert points out that natural gas 
not only has not reached the Pacific 
Northwest but that Tacoma is a long 
way from the supply source. This gives 
Griffin’s proposal a stronger advantage. 
The situation might be different in 


other regions, said Albert. 

Albert says the association in Balti- 
more will discuss Griffin’s plan. But 
he doubted that it will be adopted. 

Maryland fuel oil dealers, Albert 
asserts, have stressed price in their 
fight against natural gas, but no long- 
term contracts or commitments have 
been made. 

Reaction among fellow Washington 
jobbers is cautious. A representative 
fuel oil distributor says there must be 
reservations about such a guarantee 
because it would not be worth much 
unless the supplier stands behind the 
distributor. 

A Washington banker points out 
that the guarantee is for a lower cost 
“for a 10-year period.” Thus, natural 
gas might undersell fuel oil near the 
end of that decade, but the average 
for the entire period would favor 
fuel oil, and Griffin would lose noth- 
ing. 

The banker describes Griffin’s offer 


ANOTHER GRANCO FIRST 


Comparison tests with competitive 
meters over three year period 
by a major oil company proved 
GRANCO METERS delivering nearly 
twice the gallonage under iden- 
tical conditions. 


COMPETITIVE MODELS 


GRANCO is the best meter for you 
.. LET US PROVE IT! 


METERS AND PUMPS 
GRANBERG CORP. 


1308 SIXTY-SEVENTH STREET 
OAKLAND &, CALIFORNIA 
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Unless the penguin and the seal of Lars Christensen Land 
suddenly become avid users of petroleum products, no one 
much cares about getting oil to that desolate Antarctic land. 

But the round trip from New York to that ice-capped 
territory is over 21,000 miles . . . and if every barrel of crude 
oil that Cities Service piped through its own lines in one year 
were laid end to end, they would make that round trip with 
many barrels to spare. 

Besides transporting millions of barrels of crude through 
its own lines, Cities Service moved over three hundred mil- 
lion barrels through the pipelines of associated companies. 

This pipeline transportation represents just one method of 
moving vital petroleum products to eager users all over the 
United States . . . one link in the strong chain that is the back- 
bone of our country’s vital de- 
fense effort. Cities Service is 
proud of the part it plays in 
keeping America strong...and 
it’s this strength that will keep 
America free. 


Quality Petroleum Products 
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(hermoid 


v-5048 


How much stock? 


What type merchandising ? 


When—for best results? 


To these and other questions, Thermoid 
has the answers that help you make 
maximum sales and profit on Fan Belts 
and Radiator Hose. 


It's good business to do 
business with Thermoid. 
Let us show you why. 


hermol 


A principal supplier to the autometive 
market for over 50 years. 


Thermoid Co., Special Sales Division, 
Trenton, New Jersey 








FUEL OIL 


as “primarily a public relations efffort” 
but declares that it would have “a 
healthy effect in helping people to 
decide whether they want to install 
oil burners now, rather than wait in- 


decisively until something develops”. 


HOW IDEA GREW 


Griffin tells NPN that the seed for 
the guarantee was planted last April. 
At the state OHI meeting in Yakima, 
Griffin heard oil company representa- 
tives declare that fuel oil surplus would 
exceed demand by as much as 50 to 
100%. This surplus, combined with 
natural gas competition, would force 
prices down. 

Since that time, natural gas in- 
terests have been promoting their 
product intensively, heralding the 
pending invasion. Griffin says he 
started “to do a slow burn” as he 
read about natural gas claims. 

His indignation came to a head in 
September when the Seattle Gas Co. 
launched an advertising campaign 
aimed at convincing the public they 
should start converting to gas in prep- 
aration for the advent of the rival 
fuel. Griffin declares the whole pro- 
gram to import natural gas is “an out- 
right promotion deal” and brands as 
“dishonest” statements that natural gas 
will arrive at an early date. 

Griffin says he decided to issue the 
guarantee after consulting with sev- 
eral economists in the area and his 
supplier, Tide Water Associated. He 
did not disclose the nature of support 
extended by his supplier. 

Griffin’s father, Fred L. Griffin, 
started the company in 1889 and de- 
veloped it into one of the principal 
wood and coal distributors in Tacoma. 
In 1931, Ed Griffin entered the busi- 
ness. Starting with one truck, he has 





BARRETT automatic 
Filling and Crimping Equipment 
for handling greases and other 

viscous fluids. 

@ No operator required. 

@ 100% air operated. 

Fills, seals, stamps and counts lug 
cover pails. Output of 15 pails per 
minute. Write for details on installo- 
tion to meet your requirements. 


SA RRR T SE 


Wanufacturing Co. 


Bow BO9K H ston 4 
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built it into a thriving business served 
by 25 trucks. Griffin is the exclusive 
distributor in Pierce County for Tide 
Water Associated and operates from 
the supplier’s bulk plant. 

In 1940, Ed backed his brother, 
Fred P., in forming the Griffin Fuel 
Co. in Seattle. The two companies 
were Operated together during the war, 
but have been run as separate concerns 
during the past six years. 


Why Griffin Fuel Co. 
Made Its Guarantee 


“Griffin Fuel won’t go broke guaran- 
teeing lower Btu cost for fuel oil than 
natural gas during the next 10 years,” 
asserted Edwin L. Griffin, the man 
who thought up the bold guarantee. 

In explaining the response behind 
his move, Griffin develops his argu- 
ment with articulate confidence. At 
the same time, he rebukes the gas 
interests harshly. 

Listen to Ed Griffin expound his 
favorite topic: 

“The economics of the situation in 
the Northwest is entirely different 
from any other area of the country 
which has been invaded by natural 
gas,” says Griffin. “Eighty-three per- 
cent of homes in the Northwest use 
oil now, against 30 or 40% in the 
East and Middle West. The balance 
is mainly coal, which, of course, is 
a shooting duck for any automatic 
fuel. 

“The population saturation of the 
Northwest is quite minor compared 
to the heavy centers in the East, mak- 
ing it much more difficult for the 
gas companies to get or find an ade- 
quate market. 

“At the present time our public 
utilities, whether publicly owned or 
privately owned . . . have more than 
90% of the gas range and water heat- 
ing business. The gas companies say 
they are coming into the Northwest 
as an economic panacea and will not 
disturb existing utilities. 

“This, of course, is so much rub- 
bish. 

“The gas company hopes to sneak 
in the Northwest on a promotional 
scheme, not announcing their rates or 
what their cost will be, and suddenly 
get hold of the market that our public 
utilities need the most and want, which 
is the cooking and hot water load. 
And then on the space heating of 
homes and industrials, they hope to 
steal that from existing oil companies 
that have been in business here since 
before the turn of the century. 

“Also, the utilities do not want the 









Bennett 


DOUBLE-ACTION 
PISTON TYPE 
TRANSFER PUMP 


Here’s a high capacity self- 
priming pump engineered 
and built to stand-up under 
hardest everyday pounding 
It’s the least complicated 
pump of its type — features 
positive displacement auto- 
motive type piston and ring 
—no diaphragms or cup 
leathers to break down. 
Every detail reflects true 
Bennett quality... time- 
tested Bennett features. 


EASIEST PUMP 
TO OPERATE 


CONSTANT 
FLOW 


Light-weight die-cast alu- 
minum. Corrosion resistant 
brass cylinders. Stainless 
steel ives. Bung adapter 
adjusts on intake, 1%” or 2” 
openings. Shielded against 
Pumps on both strokes = water, air-vented for easy 
— no waste motion. Quick, umping. Non-siphoning 
clean, safe transfer from his or spout. 

drums and skid tanks. 








Readily pumped from 
difficult positions — better 
than 21 gallons per min- 
ute with ordinary effort. 





Write For Full Information. 


JOHN WOOD COMPANY, Bennett Pump Division 
Muskegon, Michigan - Offices In Principal Cities 
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FUEL OIL 


space heating load for electricity even 
if there was enough power, for the 
simple reason it is a poor load factor 
and the demands are made in cold 
weather when there is always a short- 
age of power. This, in turn, causes 
ill will because they simply have to 
caution people not to use electric 
heat during these periods. So most 
utilities are working feverishly to quiet 
down any talk of heating by elec- 
tricity. 

“What they do want is the cooking 
and hot water load, which makes them 
money, and they do not want ‘Mr. Gas’ 
ever to have it.” 

Problem of Over-Supply—No fur- 
ther energy is needed now in the 
Pacific Northwest,” Griffin continues. 

“There is an oversupply of oil right 
now without the completion of the 
crude oil and refinery products pipe 
line . . . and without the two new 
refineries that are being built,” he says. 
“When they are all completed and 
in operation, the Northwest will have 
a very serious problem in digesting 
the over 50% surplus of petroleum 











products for the next 10 to 20 years. 
This is estimated on the population 
trend growth of our area. 

“So it is quite obvious that all gas 
can do is to disturb our present econ- 
omic setup. By absolute hokum, they 
can steal the legitimate market of 
existing public utilities and legitimate 
oil companies if we are not alert and 
tell the people the truth. 

“They can dislodge, so to speak, 
but they can not add one iota of 
economic progress to our area. 

“Not only would they upset the 
economic progress of existing busi- 
ness in the Northwest if they were 
successful. They are actually hurting 
the development and progress of the 
Northwest because of uncertainty they 
have created: When is gas coming- 
What will it sell for? And so on. This 
obviously slows down architects, con- 
tractors, builders, industrial plants and 
others, as each one has to decide 
whether it will come, whether it will 
be cheaper. 

“This already has stopped certain 
building, and as the gas propaganda 


continues it will continue to hurt the 
economic progress of the Northwest. 

“Hence, Griffin Fuel has made a 
guarantee so that these people can 
go ahead with their plans.” 

Economics Hinder Gas—Gas can 
never be cheap, Griffin adds. ‘First, 
gas costs at the wells have quadrupled 
over the last 10 years. 

“Add to this the especially long 
pipe line from either Alberta and/or 
the Four Corners to our area, plus 
the fact we have no concentrated 
population, plus the fact building 
costs today on these pipe lines are 
terrific, plus the new pumping sta- 
tions that will be required to bring 
the product here, plus the fact that 
all pipe lines that are installed within 
city limits, such as Tacoma or Seattle, 
are completely obsolete. 

These pipes were put in 60 years 
ago for manufactured, or wet gas. 
They can not be used for dry gas, 
because the leather coupling between 
the pipes will leak, causing nothing but 
a series of explosions or a very serious 
leakage, which no company can afford. 




















Complete Warehouse Stocks 
of HI-V-1 oil available: Enid, 
Oklahoma City, Okla.; Su- 


‘MOTOR Ol 


No. 1 because it exceeds every requirement for Heavy 
Duty Service and is especially recommended for use in pas- 
senger cars with hydraulic valve lifters. Keeps them free 
from gum and varnish. No more sticking valves. 


Write for information on a dealership in your territory! 


A PRODUCT OF CHAMPLIN REFINING COMPANY & ENID, OKLAHOMA 
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New Tachograph Models 
Two additions to the Sangamo line 
of tachographs record speed in miles 
per hour and engine revolutions per 
minute. The tachographs are designed 
to provide an accurate trip record and 
a basis for “time study” of truck fleet 
operations. Information is used to de- 
termine whether vehicles are operating 
at maximum efficiency. Charts tell fleet 
supervisors which runs require the 
longest running time and which cause 
more erratic driving speeds and result 
in long delays. Purpose of these cal- 
culations is to cut out extra mileage 
and lost time and reduce operating 

costs. Wagner Electric Corp. 
Circle No. 1 on Reply Coupon 


Batteries on Display 

A six-battery display stand is being 
offered dealers who sell Exide 
batteries. The stand occupies less 
than 3 sq. ft. of floor space and is 
finished in cream colored enamel. It 
bears the company slogan “When it’s 
an Exide... You Start!” The stand 
is designed for use with the Exide 6-12 
volt “Keepacharge” to maintain the 
charge in batteries on display. Exide 
division of Electric Storage Battery 
Co. 


Circle No. 2 on Reply Coupon 


LP-Gas Fuel Systems 


The Zenith line of liquefied petro- 
leum gas fuel systems for tractors, 
trucks and taxicabs has a fuel meter- 
ing control equal to the best gasoline 
carburetion systems, the manufacturer 
claims. First units in regular produc- 
tion will be for Chevrolets, GMC 
trucks, International Harvester trucks 
and Plymouths. The company says the 
new unit provides extra fuel for pull- 
ing and full-load operation, but the 


flow of fuel is cut off automatically 
when the load lightens so that best 
economy is obtained through part- 
throttle speed range. Zenith carburetor 
division of Bendix Aviation Corp. 
Circle No. 3 on Reply Coupon 


Convertible Carrier 


A three-in-one truck for use in 
warehousing Operations will convert 
to a hand truck, platform truck or a 
dolly. The convertible unit has an 
over-all height of 50 in. and a capacity 
of 900 lb. Change from one unit to 
another is accomplished by changing 
the position of the handle. The manu- 
facturer says this can be done in a 
few seconds without the use of tools. 
Techmann Industries. 


Circle No. 4 on Reply Coupon 





Coil for Heating Oil 


A special pre-heater is designed to 
solve the problem of heating heavy 
fuel oil in the bulk tank before it en- 
ters the suction line to the burner. The 





device is an all-steel shell and coil 
assembly, with no moving parts, and 
is installed through the manhole of the 
tank. Inlet and outlet pipes for heat 
tank. It rests on the bottom of the 
(steam or hot water) and the suction 
line go up through the manhole cover 
The pre-heater comes in two sizes 
for 14%2-in. manholes and for man- 
holes 16% in. in diameter and larger 
Rempe Co. 

Circle No. 5 on Reply Coupon 


Jack Models Offered 
Mechanical bumper jacks and hy- 
draulic hand jacks have been added 
to the Weaver line of service station 
equipment. The mechanical jack, 
which rises to a height of 31 in., has 
a double support with safety lock. Hy- 
draulic jacks are made in six models, 
with rated capacities of from 1'2 to 
20 tons. The company says these jacks 
are tested at 142 times rated capacity 
Weaver Manufacturing Co. 
Circle No. 6 on Reply Coupon 


For Rusty Steel 


A liquid chemical called FerRoSeal 
is designed to convert rust into a pro- 
tective iron phosphate coating. The 
company says such a coating provides 
an effective paint base. One use might 
be on rusted storage tanks. Only prep- 
aration necessary, according to the 
company’s announcement, is cleaning 
the surface of scale and loose rust with 
a wire brush. Chemical division, Mu- 
nicipal Steel Corp. 

Circle No. 7 on Reply Coupon 


Station Light Adjustable 


A fluorescent lighting unit for serv- 
ice station pump islands has a new 








@ Readers’ Information Service 


330 W. 42nd St., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after Jan. 19, 1955. 
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On equipment or literature described in this issue: CIRCLE THE NUMBER 
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ILLINOIS 








INDIANA 








Everything ot aaa Plant 
Service Station Equipment 
INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
ladi lis 4, Indi 











NEW JERSEY 








EQUIPMENT 
for the 


OIL INDUSTRY 
. 
Rebuilt 
PUMPS — METERS — REGISTERS 
7 
PARTS FOR MOST PUMPS 
TEN HOEVE BROTHERS 


359 Mclean Bivd., Paterson, 3, N. J. 








NEW YORK 





RENICK & MAHONEY, INC. 


Second Avenue 
NEW YORK 10, N. Y. 


Bulk Plant—Truck Tank and 
Service Station Equipment 


Member of National Association 
Of Oil Equipment Jobbers 











EDWARD JOY COMPANY 


905 Canal St.. Syracuse, N. Y. 


STOCKS FOR IMMEDIATE DELIVERY 


National Hose, Buckeye Valves, Hannoy Hose 
Reels, Pipe G Fittings, Brunner Air Com- 
pressor, Granberg Meters G Pumps, Phil- 
lips Lights, Adamson Oil Storage Tonks, 
ECO —iTireflators, Ever-Tite Couplers, 
Rectorseal Pipe Dope Tokheim G Bennett 

Farm Pumps 


VERN CLAPP 


(big-shot Of) 
GASOLINE & OIL EQUIPMENT DIVISION 








OHIO 








TULLER CORPORATION 
947 W. Goodale Bivd. Columbus 8, Ohio 
SALES — SERVICE — ENGINEERING 
Tokheim, Morlow, Blockmer Pumps: 
Ever-tite G OPW Fittings: Neptune 
Meters: Heil Transports: Service 
Truck Tonks: Goodrich Hose: Reels: 

Air Comp Form G Bulk Storage Tanks. 
Designers G Builders 
Ruth Ptonte and Service Stotions 











EQUIPMENT 


“sliding” construction feature designed 
to make it adjustable to any pole spac- 
ing. The company says this flexibility 
eliminates the expense of installing 

new poles and wiring. The available 
4-ft. and 8-ft. sections can be com- 
bined into units as long as 16 ft. One 
pole is needed for the two shorter 
lengths, and two poles for lengths over 
8 ft. Benjamin Electric Mfg. Co. 


Circle No. 8 on Reply Coupon 


LITERATURE 


Diesel Pre-Heater Booklet 


Typical installations of an electric 
pre-heater for Diesel and gasoline en- 
gines are listed in a booklet which 
also specifies types for various appli- 
cations. Manufacturer claims the pre- 
heater saves engine wa-:m-up time, 
wear and tear, battery life, fuel con- 
sumption and storage space. KIM 
Hotstart Mfg. Co. 


Circle No. 9 on Reply Coupon 
Hand Lift Truck Uses 


Moving and storage of many types 
of multi-unit loads with pallet hand 
lift trucks is described with pictures 
and text in a 12-page brochure. The 
pamphlet features a section on differ- 
ent pallet types and designs, with 
specifications. Information on a 
variety of the manufacturer’s handlift 
trucks is included, with cutaway illus- 
trations showing operation of hydraulic 
and mechanical lifting mechanisms. 
Yale & Towne Mfg. Co. 








Circle No. 10 on Reply Coupon 


Hauling Hoist 


Advantages of the Big Ben fifth 
wheel carrier hoist for recovery of dis- 
abled trucks are described in a new 
folder. Illustrations show use of the 
15,000-Ib. hydraulic lift. In operation, 
the hoist can be attached to the fifth 
wheel of any available tractor, saving 
the cost of maintaining a special tow 
truck, says the bulletin. The folder is 
issued by the product’s national dis- 
tribution agency. H. S. Watson Co. 


Circle No. 11 on Reply Coupon 


Truck Booklet 


A fourth edition of the booklet, “10 
Ways to Get More Work from Your 
Trucks” has been released for distribu- 
tion. The booklet has been revised to 
include the latest designs of Servis 
Recorders and charts. It explains how 
these devices provide permanent rec- 
ords of trucks utilization. Service 
Recorder Co. 


Circle No. 12 on Reply Coupon 


PENNSYLVANIA 








RUTLEDGE EQUI?MENT CO. 


334 Blvd. of Allies Pittsburgh 22, Pa. 


Rut Service Stotion ts 
GEB “tauipment Buckeye Me 


ittings 
Grance Pumps a Meters—Air 
Compressors 














West Penn Oil Equipment Co. 
512 Sandusky St. Cedar 1-8822 
Pittsburgh 12, Pa. 

Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 














E. O. HABHEGGER CO. 


Fairmount Ave., at 24th St. 
PHILADELPHIA, 30 


HABHEGGER 


For The Petroleum Industry 





BULK PLANTS 
TRUCKS—SERVICE STATIONS 





TENNESSEE 


a Gasboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


NEWBERRY — co., INC. 
P. 0. Box 293 Memphis, Tenn 





TEXAS 








UNITED PUMP SUPPLY, INC. 
1701 S. LAMAR, DALLAS, TEXAS 
AIRPORT, BULK PLANT, TERMINAL 
AND SERVICE STATION EQUIPMENT 
NAOEJ MEMBER 








WEST VIRGINIA 











SMITH METERS 


H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 
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DONALD VAPOR-TITE FILL TUBE 


e The answer fo costly, dangerous overflows 


¢ Can be used with all standard type fill boxes. 
1 


Oil companies and safety engineers 
everywhere are increasingly aware 
of the dangers involved when 
unloading gasoline with fill tubes 
that allow vapor to escape and 

tanks to overfill. McDonald's 
Vapor-Tite Fill Tube is specifically 
designed to conveniently eliminate 
these dangers and wasted 

expense of overflows. 


Plate 236 Vapor-Tite Fill Tube 


The Vapor-Tite Fill Tube (Plate 236) remains attached 
to the truck tank hose. When a fill is to be made, all you 
need do is drop the Tube into the fill pipe and press down 
on the lever handle (Fig. 2). 


When this is done, the composition sealing sleeve expands 
and forms a vapor tight connection with the inside of 
the fill pipe. 

During the unloading process this connection eliminates 
any possibility of vapor escaping and also eliminates the 
possibility of liquid spilling in case the underground 
tank is overfilled. 


If there is any_ question in the operator’s mind regarding 
liquid still being in the hose, it is only necessary to crack 
the handle slightly and if liquid appears in the fill pipe 
he can snap the handle back in place and not spill any 
gasoline to cause a fire hazard. 

Special McDONALLOY is used in the manufacture of the 
Vapor-Tite Fill Tube for light weight and resistance to 
abuse. This material has high strength properties and is 
one of the highest corrosion-resistant special alloys of 
lighter weight produced so far. 

This McDonald Vapor-Tite Fill Tube meets the specifica- 
tions and approval of Fire Marshalls in various munici- 
palities throughout the country. 


2, 3 and 4 inch sizes available. 2” size weighs 
4% \|bs.; 3” size, 62 Ibs.; 4” size, 11 Ye Ibs 


a. Y. MEDONALD mec. co. 


Dubuque, lowa 
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Similarity in Valves 


doesn't mean a thing in service 
... Chicago process plant reports 


The Installation 


At Hysan Products Co., Chicago manu- 
facturer of liquid waxes, pine oil and 
coal tar disinfectants, liquid soaps, in- 
secticides and various chemical special- 
ties—where Crane clamp gate valves 
have been installed on all process and 
storage piping. 





Valve Service Ratings 


SUITABILITY: Performance-proved 

FEATURES: Tight seating 

MAINTENANCE COST: Only routine care given 

SERVICE LIFE: Many times former valves— 
still like new 

OPERATING RESULTS: Costly loss and 
trouble stopped 

AVAILABILITY: Crane Catalog item— 
No. 488 


The Valve 


Crane clamp gates are of rugged 
design, with seating surfaces 
machined to close tolerances. 
That’s why they provide long- 
lasting, tight closure, even where 
operation is frequent and fluids 
are hard to hold. Many patterns 
to choose from in these compact 
valves—all iron or brass- 
trimmed. Consult your Crane 
Catalog or your Crane Repre- 
sentative. 








THE BETTER QUALITY. . . BIGGER VALUE LINE... IN BRASS, IRON, STEEL 





‘> 


The Case History 


Longest service given by similar type valves for- 
merly used was from 2 to 6 months. They failed 
to hold tight at seats and disc under daily opera- 
tion of 3 to 12 cycles. Valve maintenance and 
replacements were excessively costly—as were 
down-time losses. Leaky valves on tank lines 
forced repeated transfer of storage stock. Up to 
3 men were needed to make valve repairs. 


Only when the plant switched to Crane No. 488 
clamp gate valves was the trouble stopped. In- 
stalled more than a year ago, the valves show no 
sign of wear or leakage. Only an occasional pull- 
up on the packing nut is needed—and only one 
man for all piping maintenance. 


What’s the answer? Better quality valves, 
obviously—the only way to assure better service 
and lower ultimate cost. 


for inl \ 
the 


CRANE VALVES & tmm 


‘ 
CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Illinois f \ BUYER A 


Branches and Wholesalers Serving All Industrial Areas : } 


VALVES + FITTINGS 


PIPE 


al 


* PLUMBING HEATING 
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TIRES—BATTERIES—ACCESSORIES 


New Tires Head List of Winter TBA 


There is extra profit in sell- 
ing the car owner special TBA 
for winter driving. 

It’s a growing field, because 
the public is eager for anything 
that makes winter driving easier 
and more comfortable. 

One of the most popular winter 
items has been the tire with an inter- 
mediate mud-snow tread. Developed 
in the last few years, this type of win- 
ter tire gained immediate favor, most- 
ly because of one outstanding feature, 
the reduction of road noise. This fall 
sees another new crop of intermediate 
winter tread tires on the market. 


SEIBERLING 


One of the new ones is Seiberling’s 
Commuter tire. Body construction of 
the Commuter is the same as Seiber- 
ling’s Safety tire which during tests 
at Cleveland earlier this year, with- 
stood the simulated shock of landing 
an F-86 Sabre Jet plane at 120 miles 
per hour. 

But the Commuter tread will be its 
chief selling feature. Road noise has 
been reduced to the level of conven- 
tional tires, while at the same time it 
retains effective biting action on snow, 
ice and wet pavement, the company 
says. This is accomplished by placing 
“S” type ribs so that they support 
each other. Seiberling claims this gives 
better traction than is possible with 
more flexible tread designs. 


ARMSTRONG 


“Silent Storm King” is name of 
Armstrong’ Rubber’s new modified 
mud-snow tire. Armstrong claims the 
new tire is a radical departure from 
former mud-snow tires, with scien- 
tifically staggered grooves which in- 
crease traction forward and backward 
and prevent sideslipping. 

Here again quiet running will be 
the big feature. Armstrong claims the 
tire is truly noiseless, based on tread 
features which were patented by 
Armstrong some two or three years 
ago. They are a big talking point in 
all of Armstrong’s conventional tires. 

The “Silent Storm King” will also 
be backed by Armstrong’s guarantee 
for 24 months against all road 
hazards. 


MOHAWK 


Mohawk Rubber will shortly an- 
nounce a new winter tread tire called 
the Motrac Chief. This tire will be 
made only in light truck tire sizes, and 
its chief selling points will be pulling 
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power, durability and safety. The 
Motrac Chief is claimed to be suitable 
for all year use, but designed for 
maximum traction under winter driv- 
ing conditions. Mohawk claims the 
self-cleaning tread design guards 
against side-slip and provides equal 
power in forward or in reverse. 


DUNLOP 

Another recently developed winter 
tread tire has been introduced by 
Dunlop Tire & Rubber Corp., Buffalo, 
N.Y. Called the Silent Traction tire, 
Dunlop claims it gains its skid re- 
sistance from a tread pattern in which 
the center section consists of closely 
spaced chevron-shaped buttons. 

The Silent Traction tire will also be 
sold on its quiet running qualities. 
Dunlop says: “At normal road speeds 
tire noise is at an unusually low level, 
and is difficult to distinguish from the 
road noise of a standard tire.” 

Four tire sizes, all for 15-inch rims, 
are available in the Silent Traction 
tread. They are 6.70, 7.10, 7.60 and 
8.00 White sidewalls are offered op- 
tionally in each size. 





Armstrong Mohawk 


Seiberling 





Dunlop 


ATLAS 


Recognizing the selling value of less 
noise, the oil companies handling 
Atlas tires are pushing the Atlas 
Weathergard. For the city driver they 
are talking up the quiet tread. For the 
country driver and for truck owners 
they emphasize full traction. The 
Weathergard is available in five pas- 
senger and 10 truck-coach sizes. 





Give your Lube Sales 


| A. P-100 K-P Serv-Al 
Pump 


B. K-P Hand Rotary 
Transfer Pump 


C. P-300 Transfer 
Pump 





MANUFACTURING CO. 


TURERS r 


1224 LINDEN AVENUE 





MINNEAPOLIS 3 


-» « With 
SALES PROVEN 


PUMPS 


For Resale or Premiums 
K-P Pumps are ideal for 
handling lubricants, gaso- 
line, kerosene, etc. No waste, 
no effort, trouble-free. They 
eliminate heavy lifting and 
lost time. 


K-P Pumps can be used as 
premiums too. A tested tool 
to assist you in getting new 
accounts. Both dealer and 
distributor benefit. 





















"Get the Facts... 
Write us for 
information.” 


MINNESOTA 


REGIONS . . « interpreting the oil news 


Midwest 


By Leonard Castle 


Spur For School Program 


Oil men in Minnesota and the Da- 
kotas celebrated Oil Progress Week 
with a renewed campaign to spread 
OIIC’s school program into as many 
additional communities as possible. 

Already, in an area where towns are 
comparatively few and far between, 
the school program is being used in 
250 schools in 180 communities. 

As a part of Oil Progress Week, the 
industry in the upper midwest opened 
a full scale attack on its most difficult 
school problem—introducing the pro- 
gram into the metropolitan area of 
Minneapolis and St. Paul. 

On Oct. 12 in Minneapolis, some 
250 teachers and school administrators 
from Minneapolis and its suburbs at- 
tended an OIIC dinner at which the 
program was explained. The principal 
speaker was Dr. Paul H. Giddens, 
president of St. Paul’s Hamline Uni- 
versity and noted oil industry his- 
torian. 

Reaction of the educators was fav- 
orable and, according to J. T. Kirk 
of Shell, committee chairman, indi- 
cations are that by year’s end the 
Minneapolis system will be a part of 
the industry’s school program. 

Many jobbers in the upper Mid- 
west are active in the school program 
and have been responsible for its in- 
troduction into their local school 
systems. These include such men as 
John Kuether of Milaca, Minn., Fred 
Meyer of Grand Rapids, Minn., Craig 
Shaver of Wayzata, Minn., and Miles 
Hall and Archie Eagles of Duluth. 

‘Lucky Folders’—Another feature 
of Oil Progress Week in the three- 
state area was greatly increased dealer 
participation through the “lucky 
folder” program. Some 877 dealers in 
three metropolitan areas embracing 
six cities participated. 

These were Minneapolis-St. Paul, 
Duluth-Superior, Wis., and Fargo, N. 
D.-Moorhead, Minn. The dealers 
passed out more than 213 folders to 
their customers and for the first time 
became an integral part of the public 
relations program. 

Each of the three areas offered a 
grand prize to the holder of a lucky 
number. Dealers of Minneapolis-St. 
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Paul are sending the winning couple 
on a free trip to Bermuda. The 
winners in Duluth-Superior get a trip 
to the New Orleans Mardi Gras. A 
trip to the Minnesota-Michigan State 
football game Oct. 30 was the prize 
for Fargo-Moorhead. 

The “Flying Squadron” plan for 
setting up Oil Progress Week celebra- 
tions was used in 30 key communities, 
including Sioux Falls, Mitchell and 
Huron, S.D., Williston, Minot, Dick- 
inson, Grand Forks and Devils Lake, 
N.D., and Albert Lea, Worthington, 
Mankato, Detroit Lakes, Grand 
Rapids and Hibbing, Minn. 

At the Corn Palace—One of South 
Dakota’s largest celebrations was at 
Mitchell, under the direction of 
Leonard Wudel, Phillips jobber. On 
the night of Oct. 14, an oil festival 
was held in Mitchell’s famed “Corn 
Palace.” The main speaker was H. A. 
Metzger of Socony-Vacuum, Aber- 
deen, state OIIC chairman, and the 
new OIIC film, “Story of Col. Drake,” 
was screened. 

Huron’s week-long celebration 
started off with an “Oil Man for a 
Day” event. Nine boys were chosen 
from Huron High School to spend one 
day working beside a local oil man. 
Each boy will write an essay telling 
what he did and how oil serves the 
community. First and second prizes of 
$50 and $25 government bonds will 
be awarded for the two top essays as 
judged by high school teachers. 

A similar event was held in the 
Mandan-Bismarck area with 75 high 
school students being guests of 32 oil 
companies for one day. Some were 
taken into the nearby oil fields to 
observe drilling and producing activ- 
ities. Some made a tour of Standard 
of Indiana’s new Mandan Refinery. 
Others visited oil geologists in the land 
offices. The event was climaxed by a 
dinner for the students. Speaker was 
Dr. Wilson Laird, North Dakota state 
geologist. 


Pacific Coast 


By Charles Pollak 


Anti-Stamp Campaign 

“The idea came to me when I was 
working as a salesman for the Com- 
munity Trading Stamp Co. and I first 
started calling on service stations,” 


recalls Richard J. Pernosky, 27, 
founder and self-appointed president 
of Los Angeles’ new Independent 
Service Station Assn. 

“Just about every one of the dealers 
would tell me his hardships. They all 
seemed to agree that if there’s a power- 
ful enough association, something 
could be done. I asked them if they 
would back an association if one were 
started. 

“None of them mentioned the other 
associations, so I felt those couldn’t 
be doing enough for the dealers. So I 
decided to set up offices and start an 
association. This was at the beginning 
of September.” 

Youthful, earnest Pernosky de- 
scribes himself as a native of Cleve- 
land, a former enlisted man in the 
Army medical corps and a one-time 
Cleveland cab driver. He worked as 
an attendant at his brother-in-law’s 
Sinclair service station there, then 
spent four and a half years as a sales- 
man for the stamp concern. 

Stamp Cost—He feels strongly that 
his experience with trading stamps 
qualifies him to show dealers what 
they actually cost. 

“Back East, the dealer pays $12.50 
for 5,000 stamps, or a quarter of a 
cent each,” he says. “But out here 
they pay $15 for 5,000, or a third of 
a cent each. It’s just that they’re bigger 
suckers here.” 

After he became convinced that a 
typical dealer would shun stamps if 
other dealers would do the same, 
Pernosky quit his job (“I reimbursed 
the stamp company for their expense 
in bringing me out here”) and estab- 
lished headquarters in a two-room of- 
fice at 808 S. Vermont Ave., Los 
Angeles. 

He gathered associates about him. 
There is Ernest Sgarlata of Erie, Pa., 
presently in Los Angeles and said to 
be in the process of selling his Sinclair 
service station in Erie. Also, there is 
Russell Camarata—‘He had a grocery 
store in Erie but business in Erie is 
rotten.” 

Others are his brother, Leroy 
Pernosky, who is quitting his job at 
the Chevrolet plant in Cleveland; and 
William Jackson, a chief petty officer 
at the El Toro Marine Corps air sta- 
tion near Santa Ana, Calif.—‘Jackson 
is donating his after-hours time.” 


Mail Drive—Last week the five 
began carrying their anti-stamp cam- 
paign to Los Angeles dealers in per- 
son. They aimed recruitment efforts at 
dealers who returned postcards in re- 
sponse to a direct mail solicitation of 
around 1,500 whose names Pernosky 
got from the classified telephone 
directory. 
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The message was that if dealers 
would join the ISSA, it would be pos- 
sible to eliminate trading stamps. 

“We got about 100 postcards back 
indicating interest, and that’s well 
above the average for replies to mail 
appeals,” Camarata reported. He 
pointed to a wall map of Los Angeles 
with a number of white-headed pins 
stuck in it, and said that each pin 
showed the location of a replying 
dealer. 

Dealers joining ISSA will pay $25 
initiation fee and $4 per month dues, 
Pernosky says. 

“The savings we can give them on 
workmen’s compensation insurance 
alone can take care of their initiation 
fee and can almost take care of their 
dues,” he adds. 

“We've all agreed not to take sala- 
ries until we have our first general 
meeting with the dealers—that'll be 
within a month, when we have enough 
members. We are just temporary trus- 
tees. If they want to vote us out, they 
have the right. But we would still ex- 
pect a working contract from them. 

“I don’t think anyone will be rotten 
enough to let us start it and then say, 
‘Get out!’ We’re dealing with men who 
will show their appreciation.” 

In the Minutes—He says the asso- 
ciation’s minutes contain a statement 
to the effect that he will be reimbursed, 
without interest, for his investment in 
the association. “It’s a big chance, but 
I’m relying on the men in the sta- 
tions,” he declares. 

ISSA is a non-profit unincorporated 
association, according to Pernosky. Its 
articles restrict membership to “per- 
sons now or previously engaged in 
owning, operating and/or managing 
independent automobile service sta- 
tions and garages.” However, this does 
not mean that major company leased- 
out stations will not be approached, 
he explains. 

Pernosky says funds obtained from 
dealers will be protected by such safe- 
guards as a $10,000 bond taken out on 
him as president and executive secre- 
tary. The bond is payable to the asso- 
ciation. All checks drawn must be 
countersigned by one other trustee. 

Seeks Members—He hopes to be 
able to do away with stamps by build- 
ing a large membership of dealers will- 
ing to refrain from handling them, and 
also by means of legal action. 

“When we build up enough finances, 
we will be able to sue dealers using 
stamps for double damages under the 
provisions of the Cartwright Act,” he 
says. 

This state law, as understood by 
Pernosky, prohibits both below-cost 
sales and giveaways. 


ISSA also eventually will offer low- 
cost accounting services to members, 
along with a credit union, a code of 
ethics and the group insurance plan. 

Pernosky was not familiar with 
California’s two established service 
station organizations, California Gaso- 
line Retailers, an affiliate of the Na- 
tional Congress of Petroleum Retail- 
ers, and the Serve Yourself & Multiple 
Pump Assn. They, in turn, are not 
familiar with ISSA. 

He expresses confidence that some 
kind of understanding can be reached 
with them, but adds that the need for 
ISSA was demonstrated by the in- 
ability of dealers to discard trading 
stamps. 

“I’m not going out to set up some- 
thing just to let it fold,” he declares. 
“I’m honestly convinced that ISSA is 
what the service stations need.” 


Atlantic Coast 


By Raymond E. Bjorkback 


Flexible Fuel Oil Institute 


A management training institute 
for both distributors and retailers of 
fuel oil is being arranged at Hofstra 
College, Hempstead, L.I., by a dis- 
tributor group, the Long Island Oil 
Terminals Assn., Inc. 

The intention is to develop an eight- 
week “package” course suitable for 
fuel oil distributors and retailers in 
other sections of the country as well. 

The Hofstra College institute will be 
conducted particularly for operators in 
the Long Island counties of Nassau, 
Suffolk and Queens, but the associa- 
tion has invited members of the Em- 
pire State Petroleum Assn. to attend. 
That group accordingly voted last week 
to be a “co-sponsor without cost.” 

The institute will be open during 
February, March and April. The 
course will be repeated if demand de- 
velops. Sessions will be held one night 
a week, for small classes. Limit on the 
students in a class has yet to be set. 

Among subjects to be covered will 
be human relations in management, 
accounting practices, and marketing 
policies. 

Each subject will be introduced by 
a guest lecturer from the industry or 
the faculty. An illustrative film will 
follow, then general discussion. No 
regular texts will be used, but students 
will receive mimeographed notes on 
each session. 
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Moderator will be Harry H. Rains, 
association executive secretary and 
counsel, In addition, Rains, also direc- 
tor of the Hofstra Labor-Management 
Institute and professor of industrial 
relations, will act as liaison between 
college and association. 

Harry Schwindt, president of Roxen 
Utilities Co., Inc., Oceanside, L.lL., 
heads the association’s education com- 
mittee which will help develop the 
course and choose lecturers. 

L. T. White, Cities Service Petro- 
leum, Inc., will be education consult- 
ant. 


Congestion in Rhode Island 


Operators of 81 Rhode Island serv- 
ice stations are newly teamed up with 
a local transit company to see if 
motorists bound for a congested busi- 
ness area will go for free parking on 
its outskirts and riding a bus the rest 
of the way. 

So far, Rhode Island motorists are 
slow about doing so—even though the 
transit company has pumped $6,000 
into newspaper, television, radio and 
other promotion. 

There’s this about the plan, though: 

It’s the first in the country by a bus 
company to bring service station space 
into a formal “Park ’n Ride” program. 

And it’s been in effect only since 
Sept. 27. 

Gasoline dealers were cool to it 
when it was broached to them by the 
United Transit Co., Providence. 

But the transit company promised 
the dealers they could withdraw from 
the program at any time. A good many 
dealers reasoned it might be worth a 
trial. 

They joined in Providence, Paw- 
tucket and Woonsocket, which have 
Rhode Island’s principal business- 
shopping areas. They fly the flags of 
six majors, Atlantic Refining, Gulf, 
Socony-Vacuum, Shell, Sun and Tex- 
aco. 

Nobody has been swamped, yet. 
Some dealers have reported accom- 
modating an average of three Park 'n 
Ride motorists a day. Most have had 
one to two. Others, farther out from 
the congested areas, have had none. 
Mostly, these motorists are women. 

Service stations in the program are 
identified as “courtesy” stations by 
aluminum signs, 3 x 3 ft., on 10 ft. 
poles. These are supplied by the 
transit firm, as is all other promotion. 

In addition to TV and radio com- 
mercials, this has consisted of: 

—A full-page Sunday newspaper ad 
listing the stations. 

—Give-aways. One is a “conversa- 
tion piece” letter opener, the other a 
bus timetable. 
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Heavy Fuel Pushes Higher In Mid-Continent 


A 5¢ per bbl. increase in Mid-Continent heavy 
fuel was the principal major price change in do- 
mestic petroleum markets last week. But there were 
these other favorable developments: 

—A drop of 568,000 bbl. in the nation’s gas- 
oline stocks, with east of California inventories 
down 695,000 bbl. 

—Nationwide crude runs dipped 268,000 b/d, 
from 84.6% to 81.4% of capacity; east of Cali- 
fornia down 177,000 b/d, from 85.2% to 82.6%. 

Bureau of Mines reported crude stocks on Oct. 
2 were off 17,684,000 bbl. from a year ago and 
down 4,743,000 in four weeks. 

Although the industry thus appeared to be getting itself 
back into trim, Texas Railroad Commissioner Murray said 
the long-range outlook for Texas production was “cur- 
tailed allowables for some time.” His comments were made 
to Dallas petroleum engineers when it was disclosed that 
buyers of Texas crude asked for a November increase in 
quotas of 21,042 b/d for total monthly requests of 2,784,- 
231 b/d. 

Even with heavy fuel at $1.30, Group 3, in jumps of S¢ 
for two weeks running, prices were strong at this level and 
general belief among open market traders was that No. 
6 oil would reach $1.50 before the first of the year. Some 
said that price was not a factor in prying loose product— 
“there just isn’t any.” 

Mild Weather Slows Distillates—Weather played an im- 
portant part in oil news. A heat wave in the South and 
East kept distillate demand in the doldrums. It also revived 
talk of discounts or other measures to be taken along the 
Atlantic seaboard to keep distillate customers from 
straying. 

A 69-year record rain of 6.5 in. at Chicago knocked out 
approximately 70% of the Texas Co.’s crude operations 
for several days at its 65,000 b/d Lockport, IIl., refinery. 
Other Chicago area refineries and water terminal installa- 
tions reported only inconveniences created by standing 
water in plants and on highways. 

Foreign Diesel Prices Up—tIn foreign markets, Diesel 
fuel prices ranged higher. Anglo-Iranian Oil Co.’s bunker- 
ing agent, Cory Mann George Corp., said increases in Eu- 
rope, Africa and Far East were $1.68 per long ton for 
Marine Diesel, up $2.10 for light Diesel. 

Petroleos Mexicanos reported 21¢ bbl. increase in its 
Diesel oil ship’s bunker prices at Mexican Gulf ports. In- 
ternational Petroleum Co. reported increases totaling 10¢ 
in its Marine Diesel medium fuel oil prices at Peruvian 
ports. 

High Stocks Hurt Gasoline—On the domestic front, 
high gasoline stocks still were producing price problems. 
Interior markets continued weak and spot offerings along 
the Great Lakes Pipe Line still were at discounts of as 
much as “0.75¢ off” shipper’s delivered cost prices. Whole- 
sale prices also were weakening at Chicago—below 11.5¢, 
FOB Chicago District—which many traders believed was 
“low, low” until crude prices might change. 

Weakness in gasoline also was apparent at retail where 
the price situation worsened in some cities, or old price 
war areas again popped into the news. In the following 
cities where retail wars were in progress, prices are given 
ex taxes, which are shown in parentheses: 

Wilkes-Barre, Pa. (7¢)—Most major brand dealers here 
and in Kingston reduced pump prices for regular-grade 
gasoline from 18.9¢ to 15.9¢ or 16.9¢. Several suppliers, 
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meanwhile, lowered dealer tank wagon postings l¢ to 
13.9¢ for regular gasoline. 

Philadelphia, Pa. (7¢)—“Voluntary allowances” of 1.4¢ 
and 2.4¢ off posted 15.3¢ dealer tank wagon price for 
regular-grade gasoline were posted by several suppliers in 
the northern part of city where dealers were hit by pump 
price of 14.8¢ at Best Markets, a large grocery chain. 
Major brands of regular retailed from 16.9¢ and 17.9¢ in 
this area; large private brand station had gone down to 
16.9¢ earlier. 

Providence, R. I. (6¢)—Regular gasoline at major brand 
stations was retailing at 10.9¢ to 15.9¢. Dealer tank wagon 
prices for regular were at new low of 8.9¢; several sup- 
pliers remained at 15.6¢, but boosted “voluntary allow- 
ances” to 6.7¢. 

Raleigh, N. C. (9.25¢)—Retail prices for regular were 
cut 4¢ here and in Charlotte to 18.65¢ with sources report- 
ing trouble spots breaking out “over practically entire 
state.” 

Elizabeth City, N. C. (9.25¢)—Dealers here blamed 
small private brand operators for price trouble brewing for 
two years. From a “normal” for most regular gasoline of 
20.75¢, major brands dipped to 17.65¢, and private brands 
to 14.65¢. “Normal” dealer tank wagon price is 15.65¢. 
Blame fell on one and two-pump outlets operated in con- 
junction with stores or other businesses. From a past 
monthly sales of 1,500 to 2,000 gal., these outlets were 
said to be doing as high as 10,000 gal. 

Fresno, Calif. (8¢)—Retail gasoline prices dropped 10¢ 
below “normal” here to low of 13.9¢ for regular in fight 
started by private brand operators. They claimed they were 
losing business to major brand dealers who were giving 
“under the canopy” price cuts and trading stamps valued 
at 1¢ gal. Fresno was last hit by price war in January. 

Texas (6¢)—Some improvement was reported in general 
retail price situation in several Texas cities. Although price 
cutting continues in Fort Worth, Abilene and Nacogdo- 
ches, postings there are back to “near normal.” At Wichita 
Falls, most major brand stations and some private brand 
outlets remain at 11.9¢ for regular; smaller private brand 
stations are around 13.9¢ level. “Normal” for major 
brands of regular is 20.5¢. In Midland, one private brand 
and most major brands are at 11.9¢; remaining private 
brands at 16.9¢. 

Retail postings in Lubbock ranged from 10.9¢ to 16¢ 
for regular grade; generally, however, private brands were 
at 11.9¢, major brands at 13.9¢. At Big Spring, majority 
of both private and major brands posted regular at 16.9¢, 
and in Snyder, major and private brands for most part 
posted 11.9¢ for regular. 


Gulf Coast 


New Inquiries At Low Ebb 


New inquiries for product were at low ebb in the Gulf 
cargo market last week. The big gasoline season was over, 
and northern terminal operators wanted something more 
tangible than 30-day weather forecasts to start them on 
replenishing orders for heating oils. 

But if inquiries were light, offerings also were not 


burdensome. Gulf refiners have come some distance the 
past several weeks in cutting down on gasoline output. 
And only two cargoes of No. 2 fuel were on the market— 
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One prompt, and the other for “some time later” in the 
fall. 

With the heating season at hand, warm weather in 
northern consuming areas was the principal factor in the 
recent quiet trading. There was no particular incentive to 
buy No. 2 fuel at 8.5¢, FOB Gulf, when material was 
freely offered by filled-up terminal operators at 8.95¢, 
delivered New York. Worked back to the Gulf at current 
transportation rates—0.7¢ per gal.—it would take 0.25¢ 
“discount” at the Gulf to match the New York offerings. 

But there wasn’t any interest at the Gulf even at “0.25¢ 
off.” Traders said that the refiners who had been on the 
supplemental buying side thus far this season temporarily 
were out of the market. They needed some cold weather 
to start their inventories turning over up north. 

No changes in refiners’ prices were reported. Some 
weakness was indicated for high octane gasolines, but the 
easiness appeared to be less pronounced than in seasons 
past. There were reports that 95 oct. premium could be 
found at 0.25¢ off the low quoted 12¢. Seasonally, every- 
thing pointed that way, but the lower priced offerings were 
not confirmed. 

Heavy fuel trading also was at a standstill. There has 
been no report of sale for the bunker fuel of Mexican crude 
origin that was offered early this month. East Coast 
terminal operators, at least, have shown no interest in it. 
Traders said, however, that a “home” for any surplus 
bunker fuel at the Gulf probably could be found in the 
upper Midwest, where residual is closely held. 


Atlantic Coast 


Warm Weather Loosens Distillates 


Continued warm weather set up an effective road-block 
against distillate sales along the East Coast last week. 
Supplies of No. 2 fuel loosened noticeably. And talk of 
“discounts” cropped out, with some suppliers apparently 
making allowances of 0.2¢ to 0.25¢ on transport sales. 

Degree days at the half-way mark in October had made 
a very paltry showing. At New York harbor, mid-month 
degree days stood at 38, which compared with last year’s 
chilly 80 for the same period, and normal of 77. Consider- 
ing that each single degree day nationwide means some- 
thing like 80,000 bbls. of distillate sales, it wasn’t hard 
to understand the lament of suppliers: “Where’s the cold 
weather?” 

While no reductions were reported in heating oil prices, 
“discounts” probably were more prevalent than most 
people realized. One supplier marketing from Philadelphia 
to Newburgh, N-Y. reportedly was allowing 0.2¢ on trans- 
port No. 2 sales, and had picked up some new accounts 
by this means. At New York harbor, suppliers said that 
yard allowances of 0.25¢ on No. 2 were on the increase 
with each additional day of summer temperatures. 

Boston seemed to be less ill-at-ease with the high dis- 
tillate stocks than the general New York area. At Boston, 
suppliers said no storage pinch as yet was evident, and, 
aside from a few 0.1¢ shadings to meet pipe line com- 
petition into Waltham and Worcester, prices were fairly 
steady. 

Loose supplies of heating oils were pointed up in con- 
tinued offerings of No. 2 in cargo lots, delivered New York, 
at 8.95¢ gal. This was the prevalent New York contract 
cargo price. With No. 2 held for 8.5¢ at the Gulf, and 
ocean freight about 0.7¢, oil offered at 8.95¢ New York 
was a “buy”—if anybody had the storage for it. 

Gasoline and heavy fuel were quiet. There was some 
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talk of renewed “discounts” on No. 6 fuel at Philadelphia, 
but this was not confirmed. On the other hand, suppliers 
said that the general residual picture was quite firm, for 
reduced imports this season have held inventories to lower 
than those of a year ago. 


Chicago District 


Heavy Fuel Prices Push Upward 


Although price ranges generally were unchanged for 
all products in Chicago District last week, heavy fuels con- 
tinued to point upward. Light fuels were steady. Gasoline 
easy. Trading was quiet. 

Consensus of trade was that local supplies of heavy 
fuels are short of season requirements and prices will be 
forced higher to admit product from the Gulf Coast area, 
particularly since these fuels have been tight in the Mid- 
Continent for some time. 

Although most river terminal operators have been aware 
for some time that present low quotations for light fuels 
are below replacement costs, only one adjustment was made 
the past week and that by an operator who merely elimin- 
ated his 1% term discount. 


Midwestern (Chicago-E. St. Louis Area) 
Heavy Fuel Prices Up 5¢ bbl. 


Heavy fuel prices advanced 5¢ in Midwest last week and 
remained strong at the higher level. Light fuels were steady 
with tank car marketers reporting increase in sales for 
rail shipment. Gasoline was easy at Great Lakes Pipe Line 
terminals where discounts ranged from 0.5¢ to 0.75¢ off 
shippers’ delivered cost prices. 

Refiners’ quotations for No. 6 fuel were at flat $1.30, 
Group 3, with brokers, in some instances, asking $1.35. 
Commenting on the over-all tightness of heavy fuel, brokers 
said low-sulfur grades were even tighter than ordinary 
grades. 

Tank car marketers reported sales of Nos. 1 and 2 fuels 
for tank car shipment at discounts of 0.5¢ to 0.625¢ off 
refiners’ Group 3 quotations. Sales of No. 1 fuel were 
disclosed at 8.125¢ and 8.25¢, Group 3, No. 2 fuel at 
7.625¢ and 7.75¢. Refiners’ quotations for No. 1 were at 
flat 8.875¢ and at flat 8.25¢ for No. 2. 

There was little change in the easy position of gasoline. 
Marketing manager for one large company, after trip to 
lowa—most troubled state in upper central states region 
—said he found the general price situation still as unsettled 
as it was when companies began recognizing open market 
spot offerings by making downward adjustments to branded 
outlets last month. 


Mid-Continent 


Residual Fuels Continue Strong 


Residual fuels gained additional strength in the Mid- 
Continent this past week, with several refiners reporting 
price increases. Gasoline prices were spotty, and refiners 
saw little improvement in the product’s unbalanced supply 
picture. 

Demand for burning oils has not yet shown any real 
strength, although some buyers were “shopping around,” 
trying to locate winter needs. 
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Summary of Gasoline Prices (October 12 through October 18) 





Motor Gasoline 95 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.) 
W. Tex. (Texas & New Mex. shpt.) 


Motor Gasoline 84 Oct. (Regular): 


Monday 
Oct. 18 


12.625-14 .55 
13.25-13.8 


Okla., Group 3 (Okla. shpt.)...............4. (6) 


Okla., Group 8 (Northern shpt.) 
N. Tex. (Texas & New M 


Ss eee 


W. Tex. (Texas & New Mex. shpt.)........... (2) 


Motor Gasoline 60 Oct. M & below: 


Okla., Group 3 (Okla. shpt.)...............4. (4110 se 375 (2) 


Okla., Group 8 (Northern shpt.).............. (2)10-10 
N. Tex. (Texas & New Mex. |S SRR (2)10 


W. Tex. (Texas & New Mex. shpt.).. 
Motor Gasoline 92 Oct. (Premium): 

New York harbor 

New York harbor, barges 

Philadelphia. 


76-11.8 


10.75-11.5 


13. 
13.85 
16. 


Friday 
Oct. 15 
12.625-14.55 

18 .26-13.8 


(8)12-12 .5(3) 
11.6-12.75 


(6)11-11.265 

10 5-11 125(2) 
11.5-12.7 

(2)11.6-12.25 


(410 25-10.375(2) 

(2)10-10 25 

(2)10.75-11.8 
x10.75-11.5 


18.95 
13.85 
16 .2-16.8 


Thursday 
Oct. 14 

12 625-14.55 

13.25-13.8 


ones 5(2) 


12.75-13 | 


(6)11-11.25 
10. 11 125(2) 
11.5-12 7 
11.5-12.25 


(4)10 25-10.375(2) 
(2)10-10 25 
(2'10.75-11.8 
(2)11.25-11.5 


13.95 
13 85 
16.2-16.8 


Wednesday 
Oct. 13 


12.625-14.55 
18 .25-13.8 


Gne- x 22 


2626-14. * 
12.75-13 


(6)11-11.25 
10.5-11 . 125(2) 
11.5-12.7 
11.5-12.25 


(4)10 25-10 .875(2) 
(2)10-10 .25 
(2)10.75-11.8 
(2)11.25-11.5 


13.95 
13.85 
16.2-16.8 


Tuesday 
Oct. 12 
12.625-14.56 
13.25-13.8 


(8)12-12.5(2) 
11.5-12.76 
12.625-14.2 
12.75-13 


(6)11-11.25 
105-11. 125 (2) 
11.5-12.7 
11.5-12.25 


(4)10 25-10.375(2) 
10-10 25 


(2)10.75-11.8 
(2)11.25-11.5 


13.95 
13.85 
16 .2-16.8 


Motor Gasoline 86 Oct. (Regular): 
New York harbor 12 
New York harbor, barges 11. 
Philadelphia 13. 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
Se MOD, 2 aKeeesmesdab<chuce dowveeys 
86 Oct. (Regular) 
Western Penna., Oil City: 
92 Oct. (Prem.) 
86 Oct. (Regular) 
Western Penna., Pittsburgh: 


92 Oct. (Prem.) . 15.2 
13.45 


13.7-14.3 


14.75 
18.5-13.9 


18 .75-15 
12.5-18.5 


12.45 


11.75 
13.7-14.3 13.7-14.3 


14.75 14.75 14.75 

18.5-13.9 13.5-13.9 13.5-13.9 
13 .75-15 
12.5-13.5 


13.75-15 
12.5-18.5 


1375-15 
12.5-13.5 


15.2 15.2 15.2 
13.45 18.45 13.45 





At week’s end, price ranges for heavy fuel were higher in 
several districts. In Oklahoma, No. 6 oil was quoted up- 
ward from $1.30—in Kansas, from $1.40—and in North 
Texas, from $1.35. 

Trade sources generally said residual fuel continued the 
strongest product in the Mid-Continent. Demand for low- 
sulfur material was particularly good. In some cases, 
buyers were willing to pay “over-the-market” prices to get 
material. In Kansas, for instance, a refiner reported mak- 
ing sales as high as 20¢ “over the low.” For the most 
part, however, refiners were reluctant to make further 
commitments, reserving what stocks they had for regular 
customers. 

Gasoline continued soft, most refiners said. West 
Texas refiner reported lowering his quotations to meet com- 
petition, and adjustments were still being made at some 
northern terminals. Although some refiners said curtailed 
crude runs had improved the market to some degree, most 
saw no new developments to stiffen prices. 

Distillate shipments against contracts were described by 
most refiners as “about normal.” Expected heavy seasonal 
demand was thought to be just “around the corner” by 
many. So far, however, unusually mild weather in northern 
areas has held back demand. 

Most refiners said their distillate inventories were in 
“pretty good shape” for this time of year, and thought con- 
ditions were ideal for a strong market later on. 


Central Michigan 


Residual Fuels Continue Unsettled 


Residual fuels continued unsettled in Central Michigan 
the second week of October with most of trouble laid to 
“under counter” discounting. Despite mild weather, light 
fuels held firm. No improvement was reported in gasoline 
with transport consumer prices still “4¢ and more” off 
dealer tank wagon prices. Refiners’ quotations were un- 
changed for all products. 


58 


Traders generally said there continued to be an unsatis- 
fied inter-refinery demand for prime distillate and other 
lighter grades of distillate for use as charging stock. 

Although the call for No. 2 fuel was easy from the 
trade, the general belief that this fuel will be in snug supply 
by mid-winter prevented any concern over recent inventory 
gains. 

Two refiners who earlier threatened to revise their heavy 
fuel price schedules downward did not do so, but said they 
were meeting “low” prices in their territories. Other sup- 
pliers also said they were meeting competitor prices simi- 
larly, but had not made reductions general. 


Western Penna 


Lubes Steady, Fuel Sales Lag 


There was little change in either the supply-demand 
status or prices of refined products in Western Penna. last 
week. Open market trading generally was slow. 

Some refiners reported spot sales of sizable quantities 
of both bright and cylinder stocks, but the majority said 
open market activity was limited to occasional calls for 
small lots of the base lubes. 

There were reports that bright stock prices were less 
subject to “shading” than in past few weeks, and one re- 
finer disclosed domestic sales totaling nearly 250,000 gal. 
There was also an export sale of more than 100,000 gal. 
of 630 flash cylinder stock for late November shipment. 

Feature of the cylinder stock transaction was refiner’s 
report that he “had no trouble” getting the current low 
quoted price of 14¢ gal. for the material. Cylinder stock 
prices have for some weeks been easiest among the base 
lubes. 

Regarding light products, refiners said continued warm 
weather was stretching the period of high gasoline con- 
sumption well beyond expectations, and motor fuel in- 
ventories were low at most plants. Same warm weather, 
however, was keeping sales of heating oils down, and 
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Crude Oil Prices 


Gulf Refining Co. cuts Illinois Basin crude 
posting 12¢ bbl. to $2.90 effective Oct. 16. No 
other changes reported in crude oil prices in week 
ended Oct. 16. For complete crude price schedules, 
see P. 48-49 of Sept. 29 NPN. 











distributor takings fell off sharply from levels reached 
during the cold snap of two weeks ago. 

Crude scale wax and petrolatums continued in strong 
demand, and one refiner reported forward sales would take 
all of his wax production until first of the year. 


IPAA Crude-Products Spread Up 


Refiners’ margin between product prices and the cost 
of crude advanced 2¢ bbl. in September, according to 
the Independent Petroleum Assn. of America. September 
“spread” for the nation as a whole was $0.85 bbl., with 
the average product price at $3.66, up 2¢, and the crude 
price average unchanged at $2.81. 

All products figured in the advance for the nation as 
a whole. Gasoline, kerosine, and light fuel average prices 
were up 0.03¢ gal., and heavy fuel was up 0.07¢. 

For the area East of California, the crude-products 
spread advanced 3¢ to $0.74 during the month. Heavy 
fuel oil, carrying 0.1¢ of the products increase, advanced 
more sharply than gasoline (0.04¢), kerosine (0.02¢), or 
light fuel (0.03 ¢). 

IPAA’s averages for August and September, 1954, and 
for September, 1953, compare as follows: 


Table I—California Included 


Refined products in 9 Sept. Aug. Sept. 
refinery markets: 1954 1954 1953 
Motor gasoline (¢ gal.) 11.46 11.43 12.46 
Kerosine (¢ gal.) 10.26 10.23 10.32 
Light fuel (¢ gal.) 8.75 8.72 8.99 
Heavy fuel (¢ gal.) 3.89 3.81 3.93 
Average above 4 products: 
Cents per gal. 8.72 8.68 9.28 
Dollars per bbl. 3.66 3.64 3.90 
Crude pet. in 8 areas 
($ bbl.) 2.81 2.81 2.83 
Table 1l—California Excluded 
Refined products in 8 Sept. Aug. Sept. 
refinery markets: 1954 1954 1953 
Motor gasoline (¢ gal.) 11.30 11.26 12.30 
Kerosine (¢ gal.) 9.38 9.36 9.45 
Light fuel (¢ gal.) 8.62 8.59 8.61 
Heavy fuel (¢ gal.) 3.85 3.75 3.84 
Average above 4 products: 
Cents per gal. 8.57 8.51 9.07 
Dollars per bbl. 3.60 3.57 3.81 
Crude pet. in 7 areas 
($ bbl.) 2.86 2.86 2.88 


Prices shown above are weighted averages based on low quotations as 
published in Nationat. PetroLeum News, and are prepared by IPAA to 
reflect the trend in oil prices and should not be interpreted as showing 
actual sales realization for producers or refiners. 


Japan Yards Raise New Tanker Prices 


There’s anything but a shipbuilding boom on, but last 
week Japanese yards started raising their prices on new 
tanker construction. 

Japanese shipyards have been filling tanker construction 
orders—and glad to have them—at rates as low as $105 
to $108 per ton. This compares with postwar high (during 
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the 1947-48 tanker building spree) of about $211 per ton. 

But last week some builders in Japan raised their 
quotations for new construction to nearly $120. There's 
even one case of Japanese shipyard putting a price tag 
of $117 ton on a contemplated sister tanker to one now 
building at $110. 

There’s no building boom in sight. Ocean hauling busi- 
ness still is a surplus proposition. In fact, there’s a brand 
new Scandinavian supertanker—just off the ways—look- 
ing for a charter. 


But Japanese shipyards see, or think they see, a new 
spurt in tanker building activity. And, as if to back them 
up in this opinion, at least five oil and transportation 
companies last week cabled the Far East for a “rush” 
run-down on new tanker construction costs. 

What’s happening is not a building boom at all, but 
rather several large oil-company transportation orders 
placed in world markets. They’re not all orders, either. 
Some of them are semi-orders that might jell in 1955 if 
low enough ocean freight rates can be lined up. 

Hauling business on horizon (that has prompted the 
inquiries in Japan for new construction) includes cur 
rently-negotiating Kuwait-to-Houston crude oil transfer on 
five-year basis. Several major oil companies also are in 
market for long-term charters to handle inter-company 
oil transfers. Then too, another transportation deal that 
probably is going to shape up is long-term Persian Gulf 
Neutral Zone to U.S. East Coast for refinery to be built 
some time next year. 

If this type business can be obtained by low ocean 
rates, it’s business worth building for, operators reason. 
And, it’s big, too. For example, it would take five super- 
tankers working full time to lay in 15,000 b/d of Kuwait 
crude at Houston. Or seven supertankers if pending 
Kuwait-Houston deal eventually is expanded, as many 
sources believe it will be, to 25,000 b/d. 

Here’s the catch. It’s not so easy now as it was a 
short. time ago to line up a rock-bottom five-or 10-year 
tanker charter. Many tankers operating today are “high- 
cost” tankers built when world shipyards had more orders 
than they could handle. Many supertankers now afloat 
cost upwards of $6,000,000. And the outlay alone for 
these “boom” tankers prohibits them from taking long- 
term charters at rates like, say, USMC minus 50%. 

With several big transportation orders in the market, 
tanker operators therefore are sharpening their pencils, 
weighing the chances of building cheap (now that build- 
ing boom is over) and copping off some of the big ocean 
hauling business ahead. 

Japan is logical spot to seek new construction, par- 
ticularly if an operator has his eye on new business that 
may come up as early as next year. Construction rates in 
Japan traditionally are lower than in most countries. And 
shipyards there turn out work fast. 





NPN Gasoline Index 


(cents per gal.) 

Dealer T.W. Tank Car 
Oct. 18 15.98 12.13 
Month Ago 16.17 12.15 


Year Ago 16.48 12.70 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 














aan = in effect October 18 at Refineries and Terminals 


CALIFORNIA 
Gasoline Los Angeles Dist.: 
OKLA., Group 3 (Okla. shpt.) 
(3)12-12.5(3) 
84 Oct. Reg....... 6)11-11. 
60 Oct. M & below (4)10. 25-10 ,875 (2) 
Okla., Group 3 (Northern shpt.) 


ARK. (For shipment to Ark. & La. 


(2)i3 .85-18.1 
11-15 .6(2) 


17 85-18 .6 
15 .85-16.1 


11.5-12.75 
‘ 10.5~11.125(2) 
. (2)10-10.25 
Midwestern (Group 3 basis) 


60 Oct. M & below... |. 
Kerosine, Gas & Fuel Oils 
Kerosin -11,25(8 
OKLA., Group 3 (Okis. shpt.) - isa) 
MIM. « nt vucac cso <s 9. 15 fuel 10.5(4) 
MM so coves é : Mitt 10/25) 


58 & above D.I. Diesel. . 
No. 1 fuel 


No. 6 fuel 


3-3 
12.625-14. 413 
; 11.5-12.7 ay 11.35 

(2)10.75-11.8 * uss 5-30." 
OKLA., Group 3 (Northern shpt.) * (2)10/25-10.5 


(5)9 . 125-9 .5 (2) 
8 .875-9 .25 


MIDWESTERN (Group 3 basis) 

Hes | Settee waai:: ORES” 
: . above D.I. Diesel. . . . . 875-9. 

(2)11-11.125 No. 1 fuel 8.875(6) 


13 .5-13.75 
13 


. 8 .25( CENTRAL MICHIGAN 
W. TEX. (Truck — lots) No. 6 fuel (2)$1.25-1.30x (FOB Central Michi sefeestes) 
’ x12.5-12.8 


12 
12.26 
ll 


KANSAS (For Kansas destination only) 


. (8)12-12.5 
10.75-11.25 


60 Oct. M & below... . (2)10,.25-10.5 


WESTERN PENNA. 
Bradford-Warren: 
14.76 
13.5-13.9 
13.75-15 
12.5-138.5 


15.2 
13.45 


Ohio—Quotations of 8.0. Ohio for delivery te 


Ohio points: 
86 Oct. Reg 


13 N. TEX. (Texas & New Mex. shpt.) 


CO SPerrrere rere 9.2-10 
58 & above D.I. Diesel.... (3)9-9.75 
No. 6 fuel x$1.35-1.60 


W. TEX. (Texas & New Mex. shpt.) 
9.25-10.75 
9.25~10.25 


o. 6 fuel...... 


E. TEX. (Truck transport lots) 

42-44 w.w................ (2)9.5-9.75(2) 
58 & above D.I. Diesel... . 8.75-9.75 
No. 6 fuel $1.40-1.60 
CENT. W. TEX. (Truck transport lots) 


42-44 w.w.......... sien 9.5 
68 & above D.I. Diesel. . . 2. 


No. 6 fuel oy 


KANSAS (For Kansas destinations only) 


42-44 W.w............. .. (8)9.375-9.5 
62 & below D.I. Diesel. . .. 9-9 .125 


x12.75-13.1 
12.3-12.8 
x(4)11.5 


9-10 
7. 25-8 .25(2) 
(2)7-7 .5(8) 


CALIFORNIA 
San Francisco Dist.: 
4O-438 W.Woe soo ccceess 
Heavy fuel (PS 400) 
Light fuel (PS 300) 

1 fuel (PS 200) 
Stove dist. (PS 100) 


14.3-14.8 


12.2-13.8 
13.7-14.8 


Los Angeles Dist.: 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


(4)14.5-14.75(2) 


18.25-13.75 No. 6 fuel... 


Prices herewith are reproduced from Platt’s OJLGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose 
resentatives in all NPN-OILGRAM offices devote their time exelusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators. and by 
tanker terminal operators; for current sales and shipments; for the busi- 
mess day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; B re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and Fe ~ in cents per pound, ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


40-43 w.w .. (2)18.8-14.3 
Heavy fuel (PS 400). 1.70-2.10 
Light fuel (PS 300).. 

Diesel fuel (PS 200). . 

Stove dist. (PS 100) 


68 & above D.I. Diesel. ... 9-9.5 
(3)9. at 


8 .25-8. 
x$1.80-1.85 
x$1.40-1.55x 


distribution or blication. During periods of short supply, some sellers 
and at times sellers, withhol eetecione to new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM otor Method. For further details of price conditions 

to any NPN-OILGRAM office or see back of any OJLGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJLGRAM 
publishing office, New York, Chicago and Houston, address Pilatt’s 
OILGRAM Price Service, 330 W. 42nd St., New York 36, N. Y. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 





ATLANTA, GA. 





1401 PEACHTREE STREET 


CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


TEXAS CITY, TEXAS 
REFINERY 
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Natural Gasoline 
(Gene 8 & Breckenridge prices are to blenders 
freight 


shown below. Shipments may 
qutgieato in any Mid-Continent manufacturing 
district.) 


FOB GROUP 3 
(Sales) 


(Quotations) 


Lubricating Oils 


WESTERN PENNA. 
Prices are for one made, or offers reliably re- 
ported, to j 


‘3 on 





Viscous Neu een 8 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 


+ vis. at 210°, No. 8 col. 

10 p.t. 17 
| ees ey Bae 
Bvisksnwscekhotssua 


Cylinder Stocks 


16 
(6)14.5-15 


(2)10-11 

(2)11-12 

(2)12.5-18.5 
14(3) 


MID-CONTINENT LUBES 


FOB Tulsa basis, for domestic shipments only. 
. at 210° neutral vis. at 100°, 


Bright Stocks, vis. 
0-10 p. p. 


Neutral Oile—Conventional 


15 .5-16 .5(3) 
15. 75-16 .75(3) 
16 . 25-17 .25(2) 


15.5 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock—Vis. at 210° 
150-160 vis.: 0-10 pour test, 
95 vi 18-19(4) 


Neutral Oils—Vis. at 100°; 95 v.i.; 0-10 p.t. 
14-15(8) 
14.5-15 .75(8) 
15-16 .25(3) 
17.5 


SOUTH TEXAS LUBES 


(Vis. at 100° F., FOB S. Tex. refineries for do- 
mestic and/or export shipment.) 


PALE OILS: 

Color 

to Serre 
244 -34..... 6.4. 


12.25(6) 
13. p44 


Petrolatums 


WESTERN PENNA. 
(Bbis., carloads; tank car, 1 to 1.5c less) 


(2)18.125-13.875 
(2)14.125-14.625 


Pittsburgh: 
Stoddard solvent.......... 





Install on ail fuel oil tanks, old and new, fora 


_ pow regular Supply House. 


ty SCULLY SIGNAL COMPANY — 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., Toronto, Ontario 


new low in delivery costs. 


Model LA for new 
tank installations 


174 Green Street 
Melrose 76, Mass. 


OHIO—Quotations of 8.0. Ohio for delivery Ohio 
points: 

V.M.&P. naphtha. . 

—: spirits & stoddard 


E. TEXAS (Truck trnept. lots) 
Stoddard solvent 


CENT. W. TEX. (Truck transpt. lots) 
Stoddard solvent.......... 11.5 


KANSAS (For Kans. Dest'n. only) 
Stoddard solvent 


ATLANTIC COAST 

V.M.&P. Mineral 

Naphtha Spirite 
New York Harbor. 18(4) 17(6) 
Philadelphia 17.6(4) 16 .5(5) 
Baltimore 16 .5(4) 
Ns 6.5 xubaeae 18.5(4) 17.5(6) 
Providence. 19.5 17.5(6) 














New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 
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B an increased quota of SALES 
and PROFITS this season with quality 
100 Pure Pennsylvania lubricating 
oils. ey give you a greater margin 
- oe and find immediate a 

your customers kno 
that “Ted s BEST Oils x. With 
Naoture’s BEST Crude.” 


Prices of our neutrals, bright stocks, 
cylinder oils and finished motor oils, 
meeting all new API service classitico- 
tions, ~ 4 pa P Wep 
you Ggainst 4d inate Ginateen 

ip in bulk, in drums, in cons, or 
fill your own ‘containers. at several 
points in the country, sev you labor, 
time, freight and deckinhantion costs. 


our ~ I Port 
Biogen bes "sites e =? Oris 
this fall and ~ FAA. by writ 
or me ¢ us your AR NO 
We'll send you samples, prices and com- 
pane profit-packed details by return 
ma 








e MOTOR OILS 
e NEUTRALS 


@ BRIGHT STOCKS 
e CYLINDER OILS 
e@ WAXES 


REFINING COMPANY 


Charleston 24, W. Va. 
Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 





PRICES in effect October 18 at Refineries and Terminals—Cont. 


LP-Gas Prices 


Producers’ contract prices for propane, tank cars. 
8 
7 .25-7 .75(2) 
7 


3-4 

$.5(5) 

3.125-8 .625(2) 
8.5(2) 
3.625(3) 


Wax 


WESTERN PENNA. 


White Crude Scale: 
124-126 A.m.p............ (2)5 .25-5 .65 


(T. C, im bulk) 


SEABOARD 


ones points are AMP, 8° higher than 

EMP. Prices are for carload lots. Domestic 

rices are FOB refinery; scale in bags or bbis; 

fully refined slabs Export prices are 

FAS scale in bags or bbis., fully refined in 
or cartons. 


Crude Scale: 
124-126 white... . 


N. Y. Domestic N. Y. Export 
7.10(2) (4)6 .6-6.75 


Fully Refined: 
123-5... . 7.95-8 .45 
126-7.... 8.45(3) 
128-80... 8 .45(8) 
180-32... 
188-5.... 
186-7... 
188-40... 
148-5... . 
149-51... 


8-8 .25 
(2)8-8 .45 
(2)8-8 .45 
(2)8-8 .45 
(2)8-8 .55 

8.25-8 .55(2) 

8. 25-8 .55(2) 

8. 25-8 .55(2) 


8 .55(3) 
8.55(3) 
8 .55(3) 
8 .55(2) 
10.55 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 

Motor Gasoline 
(2)12.5-14.5 
(2)11.5-13 


(3'10.75-11.3 
(3)9. 75-1025 (2) 


Heavy Fuel Oils 
No. 5, low sulfur.......... 
No. 5, high sulfur 
No. 6, low sulfur 


x7 .15-7.35x 
(2)7-7 .25(2)x 
6 .2-6.45x 
(2)6-6 .25(3)x 


Mexican Bunker Prices 


U. 8S. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


x$3 .96 
x$3 .96 
Pacific Coast 


$5.65 
4.75 
4.75 


Guaymas.. 
Manzanillo... 
Salina Cruz. 


Pacific Coast 


(In Ships’ 
Bunkers. or 
Deep Tank Lots) 


San Pedro, Calif... 
San Francisco... . 
Portland, Ore... .. 
Seattle, Wash... .. 


$4.20(5) 
4.41(4) 
4.62(4) 


4.62(4) 2.10(4) 


62 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries, tanker terminals aes: of tanker terminal operators 


FOB their terminals. Ships k 





ig aa 

eg. 
G 

12.45 

11.75 

14.8(4) 

12,8-13.5 


prices are exclusive of lightera 


Kerosine 
No. 1 Fuel 


10 .35(20) 


1 
10. 
10. 





+ (2)14:8-16.9(2) 
14.3-15.45(2) 
13.5(2) 


13 .3-14 4(8) 


12 .8-12.95(2) 


11.5-12.5 





14.6-14.9(5) 
14.9 
14.6(3) 


12.25(8) 

13. 1-13.4(7) 
13.4 

13.1(8) 





14.5-16.38 
14.7(2) 


14.3(8) 
13.2 





16.2-16.8 


13.4(6) 
14.5(3) 
14.4(4) 


10. 





(2)14.6-14.9(3) 
14.3-14.8(4) 


18 .9-15 .86(2) 


No. 4 Fuel 


- -(11)$3. 16-3. 72 
‘ ai 13-8 .62 


x(2)13.1-13.4(5) 


12.8-13.3(5) 


12 85-12 .85(2) 


(50 ct., 55 d.i.) 


11.8(7) 
11.7(8) 


10 .45(7) 


10.3(7) 
10.2(6) 


9.8(7) 


Diesel Oil Light Diesel 
Shore Plants § Ships’ Bunkers 
(45 et.. 45 d.i.) 


$4.05(4) 


H. Diesel 
Ships’ Bunkers 
$3 .80(4) 


10 .3(5) 


10(5) 4.05(4) 





3. 8602) 
4.09(3) 
4.01(2) 


9.7 
10.1(7) 
9.9(2) 





x3 86(6) 
4.326(5) 
4.326(3) 
x4.116-4.12x 


9(2) 
10.3(5, 
10.5(2) 





8 .86(3) 
4.05(3) 








4.05(4) 
4.326 (4) 


10.1(4) 





No. 6 Fuel 
No Sulfur 
Guarantee 


N. Y. Harbor.. (8)$2.25-2.28(11) 


Baltimore 


No. 6 Fuel 

No Sulfur 

Guarantee 
Barges 


$2.25(15) 


4.326(5) 
4.284(5) 


4.01(3) 


10.3(5)a 
10.2(6) 


9.9(2) 


No. 6 Fuel 
Max.1% Sulfur 
Sulfur Barges 


(2)$2.35-2.48 (2)$2.35-2.40 





Baton Rouge... 
Boston... 

Charleston..... 
Corpur Christi... 


2.20(3) 
(4)1 .95-2.10 





Houston 


-95(12) 

18(6) 
15(%) 
00 





New Haven.... 
New Orleans... 
Norfolk 








Philadelphia. .. . 
Pt. Everglades... 


Providence 


09 09 NN] NNO PN] ODO DO 





Savannah 
T 


Note—At fiienshe Cunt points from ye oy > and at Tampa, prices of some sellers 
are 0. 





for distillate fuels to bu 


(a)Price correct for Oct. 11 also. 


45¢ higher than prices shown above 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
Price i the ber of companies quoting that price. 





Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuel« 


Grade 115/145 19. 75(2) 9(2)-9.25(2)-9.75(2 
Grade 100/130 18 25(3) G-O'am. Rate eter en 


Grade 91/96 17.25(2) No.2 Fuel 8.5(4)-8.75(4) 


a ay \ einen 
Grade 9.25-9.75 Diesel & Gas Oils 
Motor Gasoline 43-47 Diesel Index... ...--8.5(8) 
95 Oct. Prem 001-22. 2s 48-52 Diesel Index. ... : 8 625(3)-8 875 
i (3)- ers. 5-13-13 .25-13.75 hel ; 
—_— 5(2)-11.75- A 12.5213 53-57 Diesel Index. ... 
rh. 25 


83 Oct, : rn 0.25(2) Heavy Fuel—Cargoes 
Ra No. 6 Fuel, 0-10 p.t...... . .$2.60(2) 


79 O 
70-72 Oct. M Leaded 9.5-9.75(2) Bunker “C” Fuel..... . .$1.85(7)-1.90-1 .95-2.00 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 


District Grade 100/130 Grade 91/96 Grade 80 
eae « 1(2)x 6(2)x 17.35(2)x 

9.2 17.7 17.45 

A 

me 


Buffalo 
. (218 ueae 
(2)15.5 sees ren — 
11.65(5) eee ‘ 11.7 
11.3(8) aera? ‘ 10 85 
pxiek eeee (2)1 11.45(2) 
10.9(5) eter (2)10. 15-10. 
oxi 8. 7.6(3) 
8.85 (2) ‘ 6 .85(8) 6. 75-7(2) 
(a) Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company's requirements; 
fe per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 


La Piedras or Amuay 6-23-53 
py = 
Las Piedras or Amuay 

Amuay 
Amuay 


inn 
Las — or Amuay 


aA 
~ 


r= 10 10 89 8910 69 62 89 09 1080-9) 
SSRRSBRSSSE 


Tia Juana Heavy 

Lagunillae Heavy 

Tia Juana Medium 

Tia Juana 102 L.P.......... 
Fa Juana Light 


AAA D 
~8 


wowowvevvovevse 


Senuse (Pedernales ) 
Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 

Persian Gulf 
Crude Company Price Loading Port Effective Date 
Arabian Esso Export ; $ Ras Tanura, Saudi Arabia 
M. E. Crude Sales Ras Tanura, Saudi Arabia 
Soc.-Vac. Overseas Supply Ras Tanura, Saudi Arabia 
Esso Export Fao, Iraq 
Anglo-Iranian Fao, Iraq 
Shell Petroleum Fan, Iraq 
Soc.-Vac. Overseas Supply Fao, Iraq 
Anglo-Iranian Mina-al-Ahmadi, Kuwait 
Gulf Exploration Mina-al-Ahmadi, Kuwait 
Anglo-Iranian Umm Said, Qatar 
Esso Export Umm Said, Qatar 
Shell Petroleum Umm Said, Qatar 
Soc.-Vac. Overseas Supply Umm Said, Qatar 


anean 

Sidon, Lebanon 

Sidon, Lebanon 

Sidon, Lebanon 

Tripoli, Lebanon /Ranias, Syria 

Tripoli, Lebanon /Ranias, Syria 

Tripoli, Lebanon /Banias, Syria 

Tripoli, Lebanon /Banias, Syria 1-24-53 


Nl ee 


ed 
Esso Export 
M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Anglo-Iranian 
Esso Export 
Shel! Petroleum 
Soc.-Vac. Overseas Supply 


Far East Crude Prices 

Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated 
Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. 87-38 $2.60 Lutong, Sarawak 4-1-6564 


Seeeses) gasexzxsssssss 


rorormrmMnNnr = 
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Paragon 


30 E. 40 $t., N.Y.C, EV &-4100 








OFFERS THESE 
FINISHED PRODUCTS 


or the high-quolity 
Base Stocks for moking = 
these Mult:-Grode Lubricants 


DEEP ROCK OIL CORPORATION 


PHONE 4351 
TULSA, OKLA 





PATENT CHEMICALS 


Poterson 4. New Jersey 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE, NEW YORK 20, N.Y. 








Want to 
SAVE TIME? — 


of course you do .. . for time is 
money. So whenever you want to 
make quick, effective contact with 
men in active management in the Pe- 
troleum Industry use the “CLASSI- 
FIED” section in NATIONAL PETRO- 
LEUM NEWS. 


“CLASSIFIED” can help you with 
your wants and needs; personne! or 
a position; a business service or a 
business for sale. 


For further information write “CLASSI- 
FIED,” c/o NATIONAL PETROLEUM 
NEWS, 330 W. 42nd St., New York 
36, N.Y. 














PRICES in effect October 18—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include 


fees as shown in next column. Gasoline taxes, shown in separate 


inspection 

—, —_ _2¢ Tong | and state taxes; also city and 

Kerosine tank wagon prices also do not include 

tases: Bovccine taxes where levied are indicated in footnotes. Discounts, 

if any, are shown in footnotes. These prices in effect October 18, 1954, 
marketing companies at their head 

ction. 





@s posted by 
but subject 40 later corre 


Atlantic 


Tr. 
T.W. Taxes 


VOM AD et ee 


oN mR TEN EDNwBDDaroeSs Ho WA RorMe rw 
_— 
a 


CO © ® © AAA**AAAMOMaA an a AIaAIaaaaaa 
oo & & SeeeeoeseSSSS So & Soosoeosess 


23.0 


No. 6 
6.36 


t.w. prices 2.5¢ 

and temy 2c. 

a. & Del, ada 1 per gal. 

for oe Se. deliveries of | less than 100 pL at one 

time. Camden—Add le for deliveries of 100-299 
@als., 2c for less than 100 gals. 

a Spirits prices also apply to Stoddard 


’ Sante dates: Nay 29; = 80; "Oct. 1; 
“Oct. 5; *Oct. 7;_|Oct. 8; tOct 


Cont’! &. B. Prices are Continental’s 

tank-wagon prices. Current selling 

Oil prices may vary from those shown 
because of local conditions). 

Conoco Demand 

N-tane (3rd 

( lar) Grade) 

ank W. 


Gaso- Kero- 
line sine 
Taxes T.W. 


oo 
So 


MONM ONO MMDMDOWNOM: 





CBOVCS*SAeQonovwa 
@® OO OO © 00 00 00 ~3 0 G0 G0 G0 GO GN Gn Gn 
aqaamouamoooooooocoo 


Senatendl 


es: Albuquerque & Roswell, 
le; a lc; Casper, lc. 


2 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 ; 200-399 gals., deduct 0.5c; 400 gals. 
deduct Ic. 


T. W. prices are to consumers and dealers. 
jum-crade gasoline t.w. prices 2.38¢ 
above regular. 





these ci 
0.6c; Santa Fe, 


and over, 
Notes: 


64 


county taxes 


Tenn. 2/5e; and Wisc. 3 
quarters’ offices, 


Standard of Qe a os0/87  Gaso- 


California ym 7.7. line 


Taxes 
8.0 


Gals. & over 
at 
15.6 
17.2 


~T7 
oo 
a 


s 
o 
BSSESRSSRRSS: 


WONMCARDaaa< 





Sead etadieididied 


ear) 

DBOAMRBDABARAD 

G0 on 3 © 09 GO 0 
PF DIDPODOOwI-I0e 
comooagaanounooo 


w 
= 





Boise—8c gas tax applies to motor fuel only; 
me Yee taxes are 2c federal, 2.5c state. 
Lake—T7c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 
a a be ) ane tax applies to motor fuel 
are 2c federal, 3.5c terri- 
torial. ‘Standard. ‘Diesel/furnace oil price ie ex 
territorial liquid fuels tax. All > prices 
ex Hawaiian gross income tax of 1% to 
Tadien, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevro' 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation yok gd) where 0.5c differential applies 

to 40-399 gal. delivery; for less than 40 gals. 

aad 5.0c gal.; except at Honololu add 5.0c tee 

. to Marine trade and less 

gals. to Shoreside trade. Prices for 

Chevron Aviation 80/87 at Salt Lake City ap- 
4 to all quantities in excess of 40 gals. 
ices for Chevron Supreme (Premium) are 
ed gal. higher, except at Boise ,and Salt 
which are 2.0c gal. higher—than Chev- 

ron pay nn for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
0c p .- for less than 40 gals. (Marine) and 
n 100 gals. (Shoreside). Add to Chev- 

ron Aviation 80/87 quantity delivered prices, 
HT a 91/98, 5.0c for 100/130 and 8.0c¢ for 

Kerosine—T.T. prices apply to deliveries of 
400 gals. & over. For other deliveries: less than 
40 gals., add lic; 200-399 gals., add 3c; 40-199 
gals, add 6c; tank car/truck trailer; deduct 


-5e. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 

* Standard No. 2 Burner Oil. 





Humble 
Gasoline Gaso-  Kerosine 
Regular line Tank Re- 
tT. — Retail Taxes Wagon 
tan an CS 
. 14.8% x18.9 6.0 
14.7 20.0 6.0 
. 15.0 20.38 6.0 


Humble 
Oil 


13:8 17.5 


= W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 

*Price of 13.9¢ in effect to contract dealers 


only. 
xEffective Sept. 23. 


*1/4c;_N. D. 


Inspection fees per gal., included in a gasoline and kerosine prices 
fied, ore as follow 


- 1/20¢ Fla. 1/8c; Ill. 3/100c; Ind. 2/25e; 
/200c; Mo. 1/28; Neb, 2/100c. Nev. 
Okla, 2/25c; S. C. 1/8c; S. D. 1/40; 


Tt 
Kerosine inspection = only; Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 


Esso Gasoline 
(Regular Grade) 
Gasoline 

Cons. Dir. 

T.W. Taxes 


Esso 
Standard 


Atlantic City, N. J... 
Newark os 


> DOH @DSSMOWNER AD: &: oi 


DANN DS ARAAMA HA o 4 
AGCGAON WAH WOADH MW AAINNMIGCOHONOMHOMNGH MATH * 
NOOGION AIH WOVDHMWAMINMWIOOONW AH OMNOA RAN 
DOOGOGOGOGOOO OOO OOO OOOO ~3-3-2-1W WOH WD MDORH 
nNooc@eccooooooooooooooSCSOS oS OOSOOS 


mone acrmon: - 


Naphthas T.W. & Steel -> 
Min. Spirits V.M. 

18.0 ry 

24.0 25.65 


poe N. J. 
echunigal 


FUEL OILS—T.W 
No.1 No. 2 


Atlantic City, N.J.. 13.85 13.1 

—_.-- 13.85 1 $8. 

Baltim: Md. 13.15 4.07 . 
3.55 4.20 $2.75 
14 gates seen 


No.4 No.6 





ND S OOO + 0 G0 BD 00 me 


Taxes: Louisiana kerosine peices do ast - 
clude 1c state tax. 
Notes: Kerosine No. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add le 
for 100-299 gals., 2c for less than 100 

No. 6—Washington price is for min. 
of 1,050 gals.; for min. delivery of 2,500 
price is $2.69 per bbl. 

Premi —~-7o—0 gasoline t.w. prices 2.5be 
above 


Imperial 


(Prices are per Song m gw 
gal., 
Oil 


arrive at price per 

subtract 1/6th.) 
(Esso Gasoline 
Regular Grade) Kero- 
al Gasoline sine 


24. 
26. 
2 
25 
25 
x27 
x27 
x24 
x26 
x23. 
x22.7 
x24.7 


S e . . 
COCHNUNCKKONN 4 
© 
coocoooooooooo 
Waa Sor co ee ponents 


Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2.5¢ 
above regular. 

* Price is for Premium-grade. 

xEffective Oct. 15. 
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Your Customers Get 
HIGHEST OCTANE PERFORMANCE 
And up to 40 MILES MORE 


per tankful of gasoline. 


New VEEDOL 10-30 pulls in traffic be- 
cause motorists know it steps up engine 
performance. The reason is that VEEDOL 
10-30 is a refined 100% distilled oil which 
cuts down to a minimum octane-robbing 
carbon deposits ordinary motor oils 


build up. 


VEEDOL 10-30 in the crankcase means 
greater gasoline mileage, too...up to 40 
extra miles per tankful. The reason is /ower 
fluid friction ...\ess oil drag. Quicker starts, 
quieter hydraulic valve action and longer 
engine life are other benefits from this 
Extra High Detergency Motor Oil. Put up 
a VEEDOL display and pull in extra sales! 


TIDE WATER 
ASSOCIATED 
OlL COMPANY 
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PRICES in effect October 18—Tank Wagon—Cont. 
Socony Vacuum 


Grade) Mobitiuel 
Dir. 


Gasoline 80 ° Diesel 
Taxes T.W. T.W. T.W. T.C. T.C. T.W. T.¥. ard tc. T.W. 


a) 
4522 


15.8 15.8 
15.8 


ad 

Aan 
eo 
— 
a 
oe 
ee 


Rae 


24.3 
240i 


+ -aerboa: : 
ell eed el eel 
RAAR 

© 09 & 60 G0 00 oo 


~ 
< 
- 


- 
oa 
tet tet tet tt tt 


eal eal nal call oh ool . * 
eocoo: Kooee: ©: 
. . 


: RR: BESS: :: : 
eavreunans: we 


: oom: 
: eSonerncoe: ow 


: aweoage: Gane: Aoawoe: a 
+ oo: 
+ oe: 


DANA DAO HAAS IAD ARO 
; peSee: 


el ol el cell ell el cell cll oe ol 
SOQHNNNS LO“ ONS NOS 


tt te 
IA AA 


11:95 .. 
: 18.96 ccce 
N. ¥. City Syr 
Mineral sg os s 18.0 20 6 22.0 
Vv. M. & P. Naph wee . 19.5 22.5 23.5 
Taxes: N.Y.C. prices are ex 8% city sales tax. S ces ex 2% city sales tax, applicable to price of gasoline (ex tax 
Olscounts: Mobile Kerosine—New i ——— and Mt Vernon, tank wagon less 0.5¢ for deliveries of 300 gals or more. 
Mobtifuel 0.6¢ for veries of 800 gals. or more. 
York City (all and Mt. Vernon, tank wagon less 0.5c for deliveries of 800 gal. or more. 
Notes: Jamestown T. C. prices are deliv ices, all other T.C. prices are FOB bulk terminals. 
Effective dates; xOct. 8; "Oct. 15. 


— 


° Sl oe 
WAWMARIDARAD CH wOAH ISOM oMMDH 
: Boo: : 


: tog: ° 


i6.2 
14.4 
15.9 





Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphthe & Solvents—Cons. T.W. 
Sohio Sohio Sohio Con- Re- 


D.C. V.M.aP. Sohio 
Gasoline Avia. sumer Naph- Naph- Varno- Sol- 
00 T.W. tha tha lene 


if 


ecoooooooooooo 





SESSESEEEEEE 
coocoocoscoocoo 


Youngstown p 
Zanesville 7.0 . 


Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form A-10 to supplier 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add 1c per ny 1-49 gals. add 2c per gal. 

Naphthas & Soelvents—T.W. and drum prices are for deliveries of 500 gals. or more. For © deliveries: 150-499 gals. add 2c; less than 150 gals., add 5e. 
Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular uniess otherwise noted; s.s. prices are at company operated stations. 


indiana Standard 


Tank wagon prices listed helow were obtained by NPN correspondents who visited Standard of In- 
fiana bulk plants where the company’s prices are publicly posted. 
Red Crown Ss Furnace Oi}—~-——— — 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 Kentucky 
Cons. Dir. line gals. 175 349 849 gals. gals. St dard 
T . &over gals. gale. guile. & over & over ancar 


BEER EERE REE 
AAAAAMAAAAaAaan» 
BENEEEEEEEEES 
SUNNMMRE SSIES 
ecooooooooooo 
SUNBERERE BEES 
ccooooooooocoeco 





Chicago, Ill.......... 1 
South Bend, Ind..... 
Detroit, Mich 

Mpls.-St. Paul... 

Des Moines, Ia. 

8t. Louls, M 


= 
So 


12.8* 





weornmion weorwe 4 
AAIIWDARAIIADH 
ecoocoosoons 


Ss 5 See 1 
Milwaukee, Wisc.... . 


CAMOMROW~rO Mc 
CeOmewmancan- 


14:6 


Fuel Oile—T.W.—Chicago, Il. Fire-Chief Gasoline 
Standard St lex Texas (Regular Grade) Kerosine 
Heater Oil Furnace Oil Co. Dealer Gasoline Dealer 
1-99 gals. 16.8 15.3 
100-149 gals. 15.3 Jee 
14.8 








oa ae 
SOCC@BZBenwoovCvevovvvso 


RARARAIRAAAH AH 
COM AwWAaDwRo 
@ecocoocoecooooossco 


i438 
13.8 


a rT } — 





tax these city 
county taxes: Mobile, 2c city; Birmingham, lic 
county; Montgomery. le city & ic county; 
Pensacola, lc city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery 
kerosine, 1c; Mississippi, kerosine 0.5c. 


Stanolex 
Fuel C 
8.0 
7.265 

} — A Oh, Lams, ~~ eanatine tos includes le . . 
. oines, Ia., kerosine and furnace Dealer t.w. prices apply also to all 
ofl prices do not include Gc state tax. State classes of consumers with minimum delivery Notes: 
pation es of 50 gals. Premium-grade gasoline t.w. prices abov 
a where applicable. Premium-grade gasoline t.w. prices 2c above regular. paisa - . 
“Temporary” price. regular. Cons. t.w. prices same as net dealer prices. 


1-749 gals. 
750 


sronwoconwooso 
AAAARAAAAAAH H< 
eccooooooooeoo 
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Warm Weather Holds 
Degree Days Down 


Degree days for the Sept. 1-Oct. 9 
period continued higher than normal 
in the Great Lakes region and the 
West Coast while the rest of the coun- 
try registered below normal. 

A Sept. 1954-Sept. 1953 com- 
parison shows that the Great Lakes 
and South had fewer degree days this 
year. 


Season Sept. 1-Oct.9 Week 
1954 1953 Normal Oct.3- 
Oct. 9 

East Coast 
Boston 166 
New York (a) 86 92 87 42 
Philadelphia (a) 54 174 68 36 
Washington > Fi 92 31 

Average 86 94 97 42 
Great Lakes 
Buffalo 
Chicago 
Cleveland 
Detroit 
Toronto (a) 

Average 
Midwest 
Denver 115 
Minneapolis 223 
Omaha 98 
St. Louis (a) 48 

Average 
West Coast 
San Francisco (a) 

Seattle (a) 

Average 
Southeast 
Birmingham, Ala. 10 
Charleston, 

S.C. (a) 0 4 0 
Nashville, Tenn. 11 57 24 
Raleigh, N.C. (a) 25 48 34 

Average 10 3 21 


140 =139 59 


240 =162 77 
62 90 43 

175 53 

188 60 

266 

186 


Month of September 
1954 1953 Normal 
East Coast 
Boston 71 77 
New York (a) 92 87 
Philadelphia (a) 29 33 
Washington 28 44 
Average 5§ 55 60 
Great Lakes 
Buffalo 
Chicago 
Cleveland 
Detroit 
Toronto (a) 
Average 
Midwest 
Denver 47 120 
Minneapolis 139 157 
Omaha : 40 88 
St. Louis (a) 10 38 
Average 59 101 
West Coast 
San Francisco (a) XX 
Seattle (a) 104 
Average 96 
Southeast 
Birmingham, Ala. 13 
Charleston, S.C. (a) 0 
Nashville, Tenn. 28 
Raleigh, N.C. (a) 16 
Average 14 


137 78 
123 154 
92 24 
102 96 
154 167 
122 104 


110 
134 
122 


Degree days are on 65 deg. F. basis. 
(a) Readings at city offices. Readings in 
other cities taken at airport offices. 


ADVERTISERS INDEX 


| 

This index is published as a convenience to the 

readers. Every care is taken to make it accurate, 
but NATIONAL PETROLEUM NEWS as- 

sumes no responsibility for errors or omissions. 


Armstrong Rubber Co. 

Aro Equipment Corp. 

Autocar Division White Motor 
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CLASSIFIED ADVERTISING 


REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36 

CHICAGO: 520 N. Michigan Ave. (11) 

SAN FRANCISCO: 68 Post St. (4) 








—— felis a ——== 


Executive Petroleum Supply and Distribution 
Mid-West independent refiner seeking executive 
with extensive experience in directing refined 
fuels sales forecasts, correlation of location of 
supply to anticipated location of demand, pricing, 
exchange agreements, and related responsibilities. 
Excellent starting salary. Progressive organiza 
tion. In reply give full personal history. State 
salary expected and availability. P-4307, National 
Petroleum News. 


— Position Wonted———————————_ 








Position Wanted—Sales and management exec- 
utive, graduate engineer, age 42, experience cov 
ers alll phases of petroleum marketing. Industrial 
sales, lubrication engineer, service station site 
selection, construction and eration, warehouse 
and pipeline management. PW-4161, National 
Petrefousn News. 


_ BUSINESS OPPORTUNITIES 


Wu 
Attn.: All major oil lersey. 
Major oil company distributor with 8 million 
gallons of gasoline controlled annually—consider 
ing a change in source of supply. Write to Box 
BO-4274, National Petroleum News. 
Bulk Oil Plants—Propane Gas plants selected 
properties throughout the midwest. We specialize 
in petroleum properties. Petroleum Marketers, 605 
Produce Rank Bidg., Minneapolis 3, Minnesota 
For Lease: Profitably established Jobbership 
with Major Oil Company with 2,000,000 gallon 
yearly volume in North Michigan area. Requires 
$70,000.00 investment. Write BO-4316, National 
Petroleum News. 
For Sale: Jobbership now —- 1,500,000. City 
and farm territory 70,000 in Wisconsin. Takes 
$25,000 to $50,000 cash io handle depending if 
you want full or partial ownership. Owner 
wishes to retire and will help finance balance tc 
be paid over period of ten years. Real gold 
mine for right party. All replies strictly confi 
dential. BO-4289, National Petroleum News. 














dition—75.00, Service Oil Co., 4202 Winston 
Ave., Covington, Ky. 

For Sale: Two-Twenty four gal. gasoline or fuel 
oil tanks. % gauge, in excellent condition. As 
is $500.00 each, unconditional guaranteed $600.00 
each. For further information contact Best 
Welding Co., 86 Lesbia St., Bridgeport, Conn 
Phone Edison 42512. 


Wented- ———— 








Wanted: “One or chain of oil stations town of 
ten thousand or more. Superior Oil Company, 
519 S. W. 7th Street, Des Moines, Iowa. 





NEW ORLEANS 


OFFICE FOR RENT 


All or port of 6,000 sq. ft. 3rd floor mod- 
ern air conditioned building. One bloct 
from Hibernia Bonk. Formerly occupied by 
Shell Oil Treasury-Accounting Department 


Available November Ist 


806 Perdilo St. Factors Building 








5—400 gallon, Browns, .949, 4 oar. 
Meters, air brakes, 3° thruout. Perfect. 


2—4700 gallon, Freuhauf, 1948, 6 compt. 
air, bucket box full side boxes. Perfect. 


two—2',” 
$1750.00. 


| meter, 
$2950.00. 


Buy from BRUCE E. HACKETT CO 
621 West 56 St. Kansas City, Mo. 
Phone Hiland 1385 














ABOUT OIL PEOPLE 


Crawford Pike 


Williams 


Stanzel 


GOV. G. MENNEN WILLIAMS of Michigan proclaimed Oil Progress Week through- 
out the state when Oil Queen Janice Pike visited his office along with R. W. Crawford 
of Gulf Oil, district OITC chairman, Sam Poole of Penola Oil Co., and Harold Stanzel, 


of Socony-Vacuum Oil Co. 


Marvin Hlavka 


Matthews Hart 


RETIRING PRESIDENT of Independent Oil Compounders Assn., H. J. Hlavka of 
Smith Oil & Refining Co., Rockford, Ill., congratulates new officers, Dan Marvin, Mid- 
West Oil Co., Kansas City, treasurer; H. P. Riley, Riley Bros., Inc., Burlington, Iowa, 
president; Ralph Matthews, Kansas City, secretary, and Alan Hart, Franklin Oil & 


Gas Co., Redford, Ohio, vice president 


Harry P. Dunn Co., oil marketers 
specializing in lubricating oils, base 
stock oils, finished compounded oils, 
and heavy fuels, is now in process of 
enlarging its staff. The company re- 
cently was appointed sales agent for 
unbranded lubricating oils, petrolatum 
and waxes of Champlin Refining Co., 
Enid, Okla. 

Charles J. Wood, head of Harry P. 
Dunn, said company will continue to 
market tank car products of Mac- 


millan Petroleum Corp., as well as 
refined oils from Pennsylvania, Texas 
and other areas. 


F. J. Hischier, branch manager of 
the California Co. in Billings, Mont., 
was chairman of the Billings Petroleum 
Committee, sponsoring for the first 
time in that city the Northwest Oil 
Industry Exhibit Oct. 14-15, as part 
of Oil Progress Week. 


Jerome “Jerry” Huber, with his 
father, a Continental Oil Co. jobber in 
northern Indiana, received the “Dis- 
tinguished Service Award” of the 
Crown Point, Ind., Junior Chamber of 
Commerce. Huber is treasurer of C. 
W. Huber, Inc., headed by his father, 
a Conoco jobber in the area for 33 
years. 

. 


Edward N. Miuller, assistant 
treasurer of Tide Water Associated 
Oil Co., retired Sept. 30 after 33 years 
with the company. Thomas C. Way- 
well, assistant eastern division con- 
troller, succeeds Muller. 


Four new members were named, 
and 14 old members re-elected, to the 
National Council of LP-Gas Promo- 
tion, effective Nov. 1. The 43-man 
group directs the national promotion 
efforts of the LP-gas business, and is 
co-sponsored by the Liquefied Petrole- 
um Gas Assn., Natural Gasoline 
Assn. of America and Gas Appliance 
Manufacturers Assn. The promotional 
program includes national and local 
advertising, publicity, employe train- 
ing and related activities. 

New members of the national 
council are T. T. Arden, executive 
vice president of Grayson Controls 
Division of Robertshaw-Fulton Con- 
trols Co., president of GAMA; Charles 
Rippe, sales manager of Hamilton 
Manufacturing Co., also of GAMA; 
C. B. Dushane, vice president of 
American Meter Co., LPGA, and 
Clark Hastings, vice president of 
Rochester Manufacturing Co., LPGA. 
The 14 members renamed to the 
council from NGAA are R. A. Carter, 
president of Tuloma Gas Products Co.; 
E. A. Jamison, manager of LP-gas 
sales for Gulf Oil Corp.; John F. 
Lynch, president of LaGloria Oil & 
Gas Corp.; James E. Pew, manager of 
natural gas development for Sun Oil 
Co., and council president; T. F. 
Shaffer, special products manager for 
Shell Oil Co., and John A. Storm, 
sales manager for Sinclair Oil & Gas 
Co. Renamed from GAMA were 
William F. Ferriss, advertising manag- 
er for Temco, Inc.; F. A. Kaiser, 
president of Detroit-Michigan Stove 
Co.; Julius Klein, president of Caloric 
Stove Corp.; Harry J. Morley, adver- 
tising manager of FauceHot Heater 
Corp., and E. Carl Sorby, vice presi- 
dent of Geo. D. Roper Corp. LPGA 
renamed Stan Beske, president of Kay 
Gases Co.; Herman Merker, president 
of Pressed Steel Tank Co., and Ken- 
neth R. D. Wolfe, vice president of 
Fisher Governor Co., chairman of the 
council’s executive committee. 


68 NATIONAL PETROLEUM NEWS * October 20, 1954 





ANOTHER WAY YOU SAVE WITH FORD TRIPLE ECONOMY 
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New Ford Tandem Axle 1-800 is rated for 40,000 lbs. GVW, 60,000 Ibs. GCW. New Low- 
FrRIcTION, 170-h.p. Cargo King V-8 gives outstanding performance with gas-saving economy. 


New driver comfort cuts trucking costs! 


Helping the driver do a better job 
saves money by saving valuable 
truck time. What’s more, driver 
comfort is an incentive for safety 
and for better vehicle care that 
prolongs truck life, cuts mainte- 
nance costs. 


Only a Ford Truck gives you 
full benefit of these savings. For 
only Ford has the Driverized Cab, 
most comfortable of truck cabs, 
and such time-saving controls. For 
complete information, see your 
Ford Dealer, or write to Ford 
Division, Ford Motor Company, 
Dept. T-18, Box 658, Dearborn, 


Power Steering! Cuts steering effort up to 
75%! Standard on T-800 tandems, optional 
at low extra cost on most other Bic Joss! 





Deluxe Cab shown, extra cost 


* . 

New Driverized Cabs cut fatigue! 
Big, curved, one-piece windshield for 
better visibility. Exclusive Ford seat 
shock snubbers to level the ride. New 
non-sag springs. New free-breathing 
woven plastic upholstery that lasts 
longer, gives year-around comfort. 


“Cut Your Speed 
After Dark.”’ 


Michigan. 
SAVE WITH ALL THREE! 
1. Gas-Saving Power! 
2. Driver-Saving Ease! 
3. Money-Saving Capacities! 


And... 
Ford Trucks last longer, too! 


Synchro-Silent! For faster, easier shifting, 
Synchro-Silent type transmissions are stand 
ard on all Ford Trucks at no extra cost! 


FORD 746 Economy TRUCKS 
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FOR 
THE NEW 








at Oi! men’s fingertips 


In 1955 National Petroleum News will present, for the first time in 
the oil industry, a comprehensive Statistical and Reference Yearbook 
of Oil and TBA* Marketing. This new Yearbook will be published in 
May asanextra, or thirteenth, issue of the monthly National Petroleum 
News, and will be sent at no extra charge to all NPN subscribers. It will 
give them factual answers to many of the myriad questions that con- 
front oil marketing men in their daily work. 

Why an Oil Marketing Yearbook? Because NPN editors see a 
tremendous need for it in their own daily work. Readers constantly ask 
for the kind of information the Yearbook will contain. By answering 
questions frequently encountered in everyday operations, the Yearbook 
will prove a valuable reference work for every oil marketing man. A 
glance at the contents sample shows why—much of this information is 
now found only in widely scattered forms, and some of it is not pub- 
lished elsewhere at all. 

What It Is. The Statistical and Reference Yearbook of Oil and TBA 
Marketing will contain basic data on the marketing division of the 
petroleum industry, plus much of the information previously presented 
in the NPN annual TBA Directory and Buyers’ Guide. The Yearbook 
will be easy to read and easy to use, with tables in big type, ample charts 
and graphs, and plenty of functional color. Tables will be tightly edited 
so readers won’t have to swim through a sea of figures to find the infor- 
mation they want. Statistics will be presented on an annual basis, with 
data from previous years to show trends. 

What It Will Contain. Some Yearbook features are given at the right. 
More information will be included as surveys uncover detailed reader 
needs and preferences. 

Who Will Use It. Everyone who needs detailed, factual information 
on oil marketing—or on tire, battery and accessory distribution— will 
turn to the new Yearbook as a valuable source of facts. This includes 
executives and operations men in production . . . sales... economies . . . 
transportation—throughout the entire petroleum industry. 

If vou sell equipment or supplies to oil marketers—if you sell tires, 
batteries, or accessories through oil marketers—this big new marketing 
Yearbook will keep your sales story at oil men’s fingertips. Distribution 
to NPN subscribers gives year ‘round coverage of your prime prospects. 
The cost is low, the value high. Be sure to provide for it in your 1955 
budget. Consult your National Petroleum News representative for 
full details. 


*TBA: Tires, Batteries and Accessories. 


—-7 


wt National 








Some Yearbook Features 


TBA manufacturer and supplier personnel 

Oil company marketing personnel. 

Oil company marketing territories. 

Oil company dealer and TBA programs. 

TBA sales at service stations. 

Car breakdowns. 

Battery date codes. 

Antifreeze sales data. 

TBA ratios. 

Replacement tire and battery shipments. 

Index to important TBA articles published 
in NPN. 

Production and consumption of all oil 
sroducts handled by marketers: Gaso- 
ine, distillate, kerosine, residual, motor 
oil, LP-gas. 

Motor oil ratios; oil exports and imports. 

Highlights of Canadian statistics. 

Trends affecting supply; passenger car, 
truck and bus registrations and produc- 
tion; oil burner shipments. 

Station permits and number of stations by 
states. 

Directory of all U. S. refineries, showing 
capacity, products and location. 

Maps of U. S. refineries, product pipe 
lines, crude lines, terminals, under- 


ground LP-gas storage; crude produc 
tion by states. 

Index to NPN reprints available. 

Jobber cost-profit survey. 

Octane ratings. 

Directory of state jobber associations, 
with officers and i meacsas of secretaries 

Toll road statistics. 

Gasoline taxes by states. 

Degree day totals by cities. 

Equipment jobber directors 





A McGRAW-HILL “ iD 
PUBLICATION 





BY 
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Stone Horton White 


PRESENTATION of a check for $500 was made to Roy Horton of Richmond, Va., presi- 
dent of the Distributive Education Clubs of America, by L. T. White, Cities Service 
Co. as a “token of the company’s recognition of the importance of education for dis- 


tribution.” 


Present at the ceremony was George Stone, executive secretary of DECA. 


Mr. Horton accepted the check on behalf of more than 10,000 high school students 
who are studying techniques of distribution and who are working, under trained su- 
pervision, in retail, wholesale, and service selling jobs 


George W. Scott, Jr., owner of 
Scott Oil Co., Corinth, Miss., has 
added a new service station to his 
jobbership. 


Nelson Y. Ruth, a director of the 
Carter Oil Co., affiliate of Standard 
Oil Co. of New Jersey, becomes an 
assistant co-ordinator of Jersey 
Standard’s producing department Nov. 
1. He was elected to the Carter 
board in 1953. 

“ 

W. Jacque Yost is the new research 
director for Ohio Oil Co. He will 
manage the company’s projected re- 
search laboratory. Yost, formerly 
technical advisor to the director of re- 
search in Magnolia Petroleum Co.'s 
field research department in Dallas, 
will join the staff of W. H. Barlow, 
manager of Ohio Oil’s research depart- 
ment. 

* 


S. Z. Natcher, former assistant to 
the vice president-conservation, of 
Standard Oil Co. of California, is the 
new resident executive in London, 
England, where he will work with 
Standard of California’s Iranian inter- 
ests. Natcher was headquartered in 
Los Angeles. 


Vincent L. Ver- 
diani, former 
assistant manager 
of Sun Oil Co.'s 
fuel oil depart- 
ment, is now act- 
ing manager of 
Sun’s foreign 
department. Ver- 
diani succeeds 
William C. Tay- 
Verdiani lor, who is retir- 

ing from the post 
because of ill health. Taylor has head- 
ed the department since 1947. He 
first joined Sun in 1933. Verdiani 
came with Sun in 1947 as industrial 
products representative in Syracuse, 
and was transferred to the firm’s gen- 
eral offices in Philadelphia as a tech- 
nical representative in 1952. He en- 
tered the fuel oil department in 1953. 

. 


Vv. L. 


Capt. Matthew T. Hannan, after 
sailing with the Tide Water Associated 
Oil Co. eastern division fleet for 23 
years, has retired. After joining the 
Tide Water tanker “navy” in 1931 as 
an able-bodied seaman, Hannan be- 
came successively third mate the same 
year, second mate in 1932, and first 
mate in 1933. He was promoted to 
captain in 1937. 


COMING MEETINGS 


OCTOBER 


California Gasoline Retailers, annual meeting, 
—— Motel, Fresno, Calif., Oct. 24. 
Ind t Petrol San, S hohe, 
nual 2S Tulsa, Oklahoma, Oct. 25-26 
National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 

Francisco, Calif., Oct. 25-27. 





Secy. of Automotive Engineer, national Diesel 
meeti Hotel, Cleveland 


obbers Assn., Management Insti 
, Lubbock, Texas, Oct 


Georgia Independent Oilmen’s Assn., Radium 
Springs Hotel, Albany, Georgia, Oct. 28-29 


Arkansas Independent Oil Marketers Assn., 
Inc., annual convention, Hotel LaFayette 
Little Rock. Ark., Oct. 28. 


NOVEMBER 


Socy. of Automotive Engineers, natl. fuels anc 
ey meeting, Mayo Hotel, Tulsa, Okla., 
‘ov. 4 


Oil Dealers Assn. of Arkansas, annual con- 
+ seg Hotel Marion, Little Rock, se 
‘ov. 4-5. 


National Oil Jobbers Council, — os pupatins. 
Hotel Sherman, Chicago, IIL, 


American Petroleum Institute, eng annua! 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 


Transportation Club of the to Industry, 
Bismarck Hotel, Chicago, IIL, s 


ey Industry Buyers Group of the Nat'l. 
Assn. of Purchasing a Conrad Hilton 
Hotel, Chicago, IIL, Nov. 9. 


Assn. of Anatine Battery Manufacturers. 
annual conven . Edgewater Beach Hotel. 
Chicago, IIL, Now 15-17. 


American Petroleam Credit Assen., Muehlebach 
Hotel, Kansas City, Mo., Nov. 15-17. 


Packaging Institute, petroleum packaging 
eommittee, Statler Hotel, New York, N. Y.. 
Nov. 29-80. 

International TBA meeting, annual 
"tion, Chase and Park Plaza Hotels. "St 
Louis, Mo., Nov. 29-80. 


DECEMBER 


Interstate Oil Compact Spetetn, Drake 
Hotel, Chicago, Ill., Dec. 2-4. 


API Oil Industry Information Committees, 
Waldorf-Astoria, N. Y., N. Y., Dec, 8-10. 


JANU ARY—1955 


Society of Automotive Engineers, golden an- 
niversary annual meeting, Sheraton-Cadillac 
and Statler Hotels, Detroit, Mich., Jan. 10-14. 


Kentucky Petroleum Marketers Assn., annual 
meeting, Brown Hotel, Louisville, Ky., Jan 
19-20. 


FEBRUARY 


Florida Petroleum Marketers Assn., Geo. Wash- 
ington Hotel, Jacksonville, Fla., Feb. 4. 


American Society for Testing Materials Com- 
mittee D-2 on Petroleum Products and Lubri- 
cants, Rice Hotel, Houston, Tex., Feb. 13-18 


Texas Oil Jobbers Assn., 
tute, Driskill Hote 


management insti- 
l, Austin, Tex., Feb. 15-17. 


American Petroleum Institute, division of mar- 
keting, lubrication committee, Sheraton- 
Cadillac Hotel, Detroit, Mich., Feb. 16-17. 


California Petroleum Distributors Assn., annua! 
meeting, Sacramento, Calif., Feb. 19-20. 


NATIONAL PETROLEUM NEWS * October 20, 1954 









GET BOTH STEEL AND FIBRE DRUMS 
QUICKLY-FROM ONE SOURCE- 


RHEEM STEEL CONTAINERS ARE MADE RHEEM ANNOUNCES A COMPLETE LINE 
IN SEVEN STRATEGIC LOCATIONS OF FIBRE DRUMS TO SUPPLEMENT ITS STEEL 


SHIPPING AND EQUIPMENT CONTAINER LINES 




































Rheem Fibre Drums are being manufactured 
in four of these plants. Production lines are 
scheduled for installation in other plants soon. 


Choose the Drum that Fits Your Needs 


“FAMILY IDENTIFICATION” 


Rheem can furnish on 
Fibre drums the same type 
of decorative service it 
provides users of Rheem- 
cote lithographed steel 
. drums. Any design or 
trade-mark can be repro- 
duced on an all-over label 
for Fibre drums in any 
number of colors to pro- 
vide “family” identifi- 
cation for your products. 


Choose the type that best fits your needs—aAll-Fibre 
drums, or Fibre-Metal drums with either slip or friction 
covers or with the new, easy to install and remove 
Rheem-Lox ring. Only Rheem offers all these types of 
low-cost containers. 














Choose the Size 
that Fits Your Needs 


Choose the size that 
best fits your needs. 
Fibre drums from 1 to 
32 gallons in capacity; 
Fibre-Metal drums 
from 5 to 60 gallons. 
There is virtually a 
size for every possible 
requirement. 












30-gal. Rheem Fibre- Metal Drum 


MANUFACTURING COMPANY 


Chicago 29, Illinois ¢ New Orleans 20, Louisiana ¢ Seattle, Washington 

Houston 20, Texas * New York 22, New York ¢ South Gate, California 

Linden, New Jersey * Richmond 4, Calif. ¢ Sparrows Point 19, Maryland 
Export Sales, New York 22, New York 











es 


for complete information 
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RHEEM MANUFACTURING COMPANY 
(Mail to Neorest Sales Office, Listed ot Left 


0) We would like to have your packaging engineers come to our 
plant and study our shipping container problems 








(CD Please send additional information 


NAME OF COMPANY 
Foreign Affiliates and Associates: 

Argentina - Buenos Aires «+ Australia - Adelaide, Brisbane, Fre- 
mantle, Melbourne and Sydney « Brazil - Rio de Janeiro « Canada 

- Hamilton « Italy - Milan « Peru - Lima « Philippine Islands - 
Manila « Singapore « Spain - Madrid « United Kingdom - Bristol (® 


NOW, MORE THAN EVER BEFORE, YOU CAN RELY ON 
FOR ALL YOUR SHIPPING CONTAINER REQUIREMENTS 


STREET 
CITY — ZONE STATE 


BY NPN-10 
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Because contractors measure fast, sure starts in dollars... 


uses GLOBE batteries 


. . . here’s more proof that Private 
Label Marketers buy better when 
they buy Globe-built batteries 


Here’s a Harnischfeger P&H Medel 955-A 
crawler-crane with lifting capacities up to 
70 tons. Big, modern, efficient rig that it is, 
it has to start right off the bat. 

That’s why P&H uses Globe batteries for 


their rigs. The superior de- 


sign and rugged construction of Globe 
batteries pays off in extra life—extra power 
— when it’s needed most. 

So, if you’re determined to offer your 
customers nothing but the best, more value 
for their battery dollar . . . merchandise 
Globe-built batteries under the 
famous “Spinning Power” 
trademark or your ewn 


private label. 











